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For Insuranee Brokers 


This “Sales Starters” kit is available to brokers to 
help in uncovering needs their clients may have for 
life insurance protection. You may secure a copy for 
your own use by contacting the nearest New England 
Mutual office. 

Some of the best visual sales pages published by the 


Company are included in the kit, as well as an assort- 


ad 
cca nanan A 


ment of proven sales aids pin-pointing insurance needs. 

New England Mutual’s wide range of liberal and 
low-cost policy contracts is outstanding in the indus- 
try. And remember. any one of our 78 General Agencies 
(in large cities from coast to coast) will welcome the 


chance to help you on your estate analysis, business 


insurance and pension trust cases. 


The N EW EN GLAN D MUTUAL Life Insurance Company of Boston 


The Company that Founded Mutual Life Insurance in America — 1835 
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See Home Life 


for your next group proposal if you are a broker or 
a field underwriter with a non-group-writing company. 


Learn 


about our 


¢ methods for helping employees understand and appre- 
ciate the value of their group insurance 


e prompt claim service 


e ability to handle your case with you on an individual 
basis. Your case is as important to us as it is to you. 


| Benefit 


by meeting your clients’ needs for 


GROUP: DEPENDENT HOSPITAL EXPENSE 
- SURGICAL EXPENSE 
ACCIDENTAL DEATH AND 

DISMEMBERMENT DEPENDENT SURGICAL EXPENSE 


| ACCIDENT AND SICKNESS MEDICAL EXPENSE 
HOSPITAL EXPENSE DEPENDENT MEDICAL EXPENSE 





| HOME LIFE 
INSURANCE COMPANY 
New York 


William J. Cameron 


William P. Worthington Hugh C. Montgomery 


President 


Executive Vice President Manager of Group Sales 
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Hooms as Biggest 


ll,» 
Woint at Issue 


N. Y. Department Sees 
‘Cost Increased, N.A.L.U., 
Companies Do Not 


By ROBERT B. MITCHELL 


NEW YORK—Cost to the insurance- 
jwying public looms as the big issue in 
the hearings that got under way here 
Thursday on the proposed revision of 
New York’s expense limitation statute. 
Estimates of the probable increase in 
wst to insurance buyers start at nothing 
itall and range upward varying accord- 
ing to the figures used by the testifier 
md his estimate of the effect of com- 
getition greater efficiency better agent- 
survival rates and improved persistency 
of business in restraining and offsetting 
sich increases in commission rates and 
other added expenses as might result 
fom the proposed law. é 

The view of the companies and the 
National Assn. of Life Underwriters is 
that it will not increase costs at all be- 
ause a higher rate of compensation will 
rsult in a better agent survival rate 
ad savings from this source and others 
resulting from the change will more 
than offset the effect of paying agents 
higher commissions. 


Will Boost Price 


On the other hand a New York de- 
partment spokesman has stated that 
“there is no doubt that the cost of life 
insurance will go up if the proposal to 
amend the present law goes through. It 
will mean an increase in the premium 
for new life insurance policies or lower 
dividends for those now holding poli- 
cies. 

The companies and N.A.L.U. see eye 
to eye on the proposed revision except 
that N.A.L.U. wants company contribu- 
tions to agents’ security benefits ex- 
cluded from the agents’ compensation, 
although subject to the limitation on 
agency expenses. Last February at the 
instance of N.A.L.U., a bill was intro- 
duced in the New York legislature. ~ It 
was based on a draft embodying the 
companies’ ideas as submitted to the 
Condon committee several months 
earlier but it included in addition a pro- 
vision to pay for security benefits not 
to exceed 5% of the compensation limit 








for agents. } 

Incidentally, the joint committee of 
Life Insurance Assn. of America and 
American Life Convention, headed by 
President James A McLain of Guar- 
dian Life, which has been working on 
the revision since 1948, submitted a 
draft to the legislative committee iust 
before the start of the hearing. While 
there are some changes from the com- 
mittee’s earlier version the changes are 
minor, and mostly for the sake of clari- 
fication. 


Witness Roll Impressive 


The legislative committee, which has 
Senator Condon of Yonkers as chair- 
man and Paul L. Bleakley of Yonkers 
as its counsel, had. an impressive array 
of witnesses scheduled to give their 














views. These included Mr. McClain, 
chairman of the companies’ committee: 
ncer L. McCarty, Provident Mutual, 
(CONTINUED ON PAGE 21) 








CONDON COMMITTEE HEARING 





Section 213 Amendments Would Cost the 
Public Little or Nothing, Says McKinney 


NEW YORK — Revision of New 
York’s expense limitation section along 
the lines proposed 
by the companies’ 
committee would 
result in only a 
trifling additional 
cost to policy- 
holders, an add- 
ed expense that 
could be easily 
wiped out by even 
a small improve- 
ment in agent sur- 
vival rates result- 
ing from a better 
compensation sys- 
tem. Revision 
would also improve 
the competitive position of the smaller 
companies, thereby averting a large- 
company monopoly. 

That was the main impact of what 
Gordon D. McKinney, vice-president of 
Security Mutual Life of Binghamton, 
N. Y., told the Condon committee of the 
New York legislature at the hearing 
held here this week on revising section 
213 of the New York insurance law. 

Mr. McKinney was the lead-off wit- 
ness, appearing at the committee’s re- 
quest. He laid the groundwork for the 
operation of 213 and the changes that 
would be effected by the proposed sub- 
stitution of article IX-F. He was for- 
merly actuary of National Assn. of Life 
Underwriters. Mr. McKinney not only 
compared the present and proposed 
laws on a theoretical basis but also in- 





G. D. McKinney 





Here are major points made by Mr. 
McKinney in his presentation at the 
hearing on section 213 revision: 

It is unlikely that any company 
would increase its compensation to 
agents by more than 7% of one year’s 
premium. But companies will have to 
clearly define present limits and ex- 
plain why they don’t pay the legal 
maximum. 

An increase of 7% of one year’s pre- 
mium works out to about 1414 cents 
per premium payment per $1,000 of 
insurance, or an increase of six-tenths 
of 1% in cost to the policyholder. 
Even a slight improvement in agent 
survival rates could easily offset this. 

Continuation of present section 213, 
with its discrimination against gen- 
eral agency operations—the only prac- 
tical basis for small companies—will 
eventually bring, among New York- 
licensed companies, a virtual monopoly 
on the part of big companies. 

Expenses of the apprenticeship 
period should not be charged against 
agent’s compensation, nor should the 
agent have to pay for his own security 
benefits. 

Life insurance selling is probably 
the only occupation with an earnings 
ceiling that has not been changed in 
22 years. 

Even with greater margins under the 
proposed formula, companies will still 
continue to stress economy. 





dicated the changes that might be ex- 
pected to result, as a practical matter, 
from the proposed alterations in the 
expense limitation section. 

The agents’ compensation section of 
the law is the one which may tend to. 
increase costs and should therefore have 
particularly careful consideration, said 
Mr. McKinney. Section 213 provides a 
maximum contract control on agents’ 
compensation in branch offices equiva- 
lent to 100.7% of one premium. Be- 
cause of the way section 213 is set up, 





it is impossible to state exactly the 
limit for agents of a general agent but 
Mr. McKinney’s figures gave him an 
estimate of about 94%. 

Since article IX-F gives a contract 
control of 97.2%, Mr. McKinney pointed 
out that this obviously would not in- 
crease the branch office agents’ maxi- 
mum limit, although it might increase 
the limit for some general agency com- 
panies. However, from the strict con- 
tract control approach, the new law 
would, if anything, mean a leveling of 
the present branch office and general 
agency limits rather than an increase in 
the contract control. 


Indicates Probable Changes 


As to what business pactice and fore- 
seeable reaction to article IX-F indi- 
cate, Mr. McKinney said that in many 
instances it is impracticable for branch 
office companies to pay the present 
maximum of 100.7% and for general 
agency companies to pay 94%. At pres- 
ent, agents’ compensation is a part of 
agency expenses and a sudden increase 
in business written might mean that a 
small company would exceed the ex- 
pense limits in schedule Q and thus vio- 
late the law. Companies must, there- 
fore, maintain margins for fluctuations 
and cannot pay the maximum under 
section 213. The same would be true 
under article IX-F. It is doubtful if 
companies would be able to pay the full 
97.2%, said Mr. McKinney, for a prac- 
— limit for fluctuation will be desir- 
able. 

“However, supposing the full 97.2% 
can be paid, a practical approach would 
be to compare this new limit with what 
the companies pay agents today,” said 
Mr. McKinney. “An analysis of the 
compensation paid by New York- 
licensed companies indicates compensa- 
tion varying from 75% to 90%. On this 
basis, the 90% companies could increase 
their compensation 7% and the 75% 
companies 22%.” 


PROS AND CONS 








As to whether such increases will take 
place if the proposed law is enacted, it 
could be argued that few people really 
understand the present law and agents 
definitely don’t know their present 
rights, that companies have hidden be- 
hind the present law and that agents, 
knowing what the companies can pay, 
will therefore demand ‘the new com- 
pensation limit. 

Against these arguments for the full 
increase are many practical stumbling 
blocks, said Mr. McKinney. There have 
already been demands by agents for in- 
creases. Agents whose companies pay 
a total commission equivalent to 75% 
or 80% of one year’s premiums know 
that some New York-admitted com- 
panies pay more but the lower-paying 
companies have not yet been forced to 
increase their compensation programs. 


Competitive Counterbalance 


Competition, said Mr. McKinney, is 
a counterbalance against increases, for i 
a company increases its costs it must 
offset the costs by a saving or else in- 
crease its net cost to policyholders. He 
pointed out that since the advent of 
CSO table the trend of competitive de- 
mand of both companies and agents 
has been to reduce and not increase pre- 
miums. Similarly, the last thing a com- 
pany would want to do would be to 
reduce dividends to policyholders. Such 
a move would have a demoralizing effect 

(CONTINUED ON PAGE 24) 


C. M. Cartwright, 
Long Editor of Nat'l 
Underwriter, Dies 


Had Retired in 1947; 
Death at 82 Follows 
Extended Illness 


C. M. Cartwright, editor emeritus of 
THE NATIONAL UNDERWRITER, who was 
for more than 50 years its editorial head, 
died at his home in Evanston, IIl., fol- 
lowing a long period of failing health. 
He marked his 
82nd birthday on 
Nov. 12. 

Mr. Cartwright 
had been totally 
blind for several 
years, following two 
unsuccessful cata- 
ract operations. 
Though largely 
confined to his 
room for the last 
year, he main- 
tained his long- 
standing interest in 
the insurance busi- 
ness and the people 
in it, and enjoyed receiving letters and 
calls from his many insurance friends. 





Cc. 


M. Cartwright 





Funeral services for Mr. Cartwright are 
being held Friday, Nov. 30, at the Hebble- 
thwaite funeral parlor, 1567 Maple avenue, 
Evanston. 





Born at Waynesville, O., Mr. Cart- 
wright attended National Normal Uni- 
versity at Lebanon, O., and graduated 
from Princeton, receiving his degree in 
1894. He joined the editorial staff of 
the former Chicago Inter-Ocean and be- 
came its insurance editor in 1895, serving 
until 1899, when he joined forces with 
the late E. Jay Wohlgemuth of Cincin- 
nati as managing editor and part owner 
of the Western Underwriter (now THE 
NATIONAL UNDERWRITER) which Mr. 
Wohlgemuth had organized in 1897 as 
the Ohio Underwriter. 

It took Mr. Cartwright only a few 
months to satisfy himself that Cincin- 
nati was not the best place to publish 
an insurance newspaper. For one thing, 
western departments of fire companies 
were being shifted to Chicago from 
Cincinnati, as business activity expanded 
to the west. In 1900 the publication 
office was moved to Chicago, though the 
business office remained at Cincinnati. 

Until a few years prior to 1920, Mr. 
Cartwright operated the paper as a 
definitely midwestern publication. He 
took no trips to New York City, Hart- 
ford, or other eastern insurance centers. 
He kept fairly close to Chicago except 
for occasional conventions that were 
not more than an overnight sleeper run 
from Chicago. 

Methodical in his news-gathering, Mr. 
Cartwright every Monday made the 
rounds of the fire insurance field men 
having headquarters in Chicago. Every 
week he talked to executives in the west- 
ern departments. He looked over all the 
editorial mail and usually answered 
nearly all the letters himself. 

Until THe NATIONAL UNDERWRITER be- 
came a truly national publication, Mr. 
Cartwright undoubtedly knew more fire 
insurance field men in the middle west, 
more western department managers, as- 
sistant managers, agency superintendents 

(CONTINUED ON PAGE 22) 
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Mutual Funds Copying Life 
Agency Selling Technique 


By DONALD J. REAP 


Mutual funds, the open end investment 
trusts being. sold countrywide by securi- 
ties dealers and by firms specializing in 
their own shares, are applying life in- 
surance merchandising and marketing 
techniques to their own operations in 
an increasingly great and diversified 
manner. This undoubtedly contributes 
to the stiffer competition they are pro- 
viding for life insurance agents with sub- 
stantial clients. 

A review of the activities at the re- 
cent annual mutual fund conference in 
Chicago shows many parallels between 
life insurance and mutual fund sales 
methods. In addition it reveals an in- 
triguing association of the problems of 
mutual fund dealers with those of the 
life insurance sales organization. 

The program itself read like a replica 
of a life insurance sales congress. The 
titles of a few of the talks bring this 
out. Some of these included “The Who 
and Where of Successful Prospecting,” 
“Turning People Into Gold,” “Meet 
Your Best Prospect” (this one talked of 
how to sell the little fellow in American 
business earning around $5,000 a year), 
“How to Sell Fund Shares to Profit 
Sharing Plans” (sales to fund a re- 
tirement trust), “Is Your Banker Your 
Friend?” (a talk urging the use of the 
banker as a center of influence), “Visual 
Selling Can Be Applied to Mutual 
Funds,” and so forth. 


Send Birthday Cards 


The talk on prospecting could just as 
well have been delivered at a life in- 
surance meeting. It contained much 
talk about getting a share of the in- 
creased national income, the large num- 
ber of families with incomes of more 
than $5,000, use of centers of influence, 
etc. Here is an excerpt from that talk: 
“As aids in establishing and maintaining 
this third party influence, there are many 
little thines you can do. Deliver the 
stock certificates yourself, record books, 
etc. Send hirthday cards and Christ- 
mas cards. They can’t hurt.” 

Then there was a talk about the use of 
direct mail and how to write effective 
letters. A life insurance agent is right 
at home in an audience being told about 
that. Here is one extract: “You never 
sell securities . . . you sell what securi- 
ties do for people. Talk in terms of 
people . . . their hopes. ambitions, their 
dreams.” Another said: “Your daily 
paners are full of names... names and 
facts. People get married, people have 
children, people get big contracts, in- 
herit money. There are civic and social 
organizations in your town. Most of 
them have publications. There are trade 
unions. Unions have lists of members. 
There are business and_ professional 
groups. There’s a very exclusive men’s 
wear store in vour town. A fine furrier. 
Thev have valuable names for you. You 
have valuahle names for them. Why not 
get together?” 

There was a life insurance connection 
in a discussion of advertising. “Another 
approach to advertising is that which is 
widely used bv our life insurance con- 
freres. It emplovs the ‘give-awav’ de- 
vice designed to buy at least one inter- 
view for a salesman. More pronerly an 
offshoot of direct mail advertising, it is 
based on the very sound princinle that 
most people like to get ‘something for 
nothing” All of us have received at 
one time or another, at least one letter 
from a life insurance agent offering us 
a free engagement hook. a handy pencil, 
or some other useful obiect. I’ll venture 
a guess that your initial reaction was to 
toss the letter in the wastebasket, but 
that vou mav have hesitated in hopes of 
possibly getting the rose without the 
thorn —the gadget without the life in- 
surance.” 

The mutual fund salesman’s approach 
to selling profit sharing plans clashes 


immediately with the life insurance man 
selling pensions. The talk on this sub- 
ject was a complete sales approach in- 
cluding the tax angle, tie-in with social 
security, etc. When the mutual fund 
profit sharing plan salesman encounters 
the company executive who says that 
his firm already has a pension plan, the 
suggested response for him is, “No, I 
am not talking about a pension plan at 
all. I was sure that you had one. They 
are, of course, highly desirable and we 
recommend them for any company that 
can afford them. I am sympathetic, 
however, to your idea that you would 
not want to make it any more generous 
than it is today because not only are 
pension plans expensive, but they add 
to the fixed overhead if your earnings 
fluctuate as most companies’ do,” 

Then he goes into a talk which sug- 
gests a combination of a profit sharing 
plan with the pension to provide greater 
income. Among other things the fund 
salesman says, “You must feel, as 
every investment man does, that if the 
experience of the last 20 years is to be 
repeated, a pension that looks adequate 
today will be decidedly inadequate 20 
years from now. This profit sharing 
trust that I am speaking of stands a 
good chance of making up for the dol- 
lar’s shrinkage of purchasing power.” 

There was also a discussion which 
suggested that the salesmen not defer 
their work on profit sharing retirement 
plans until their status under wage and 
salary stabilization is further clarified. 
Mutual funds are right up to date on the 
latest rulings on this score. For ex- 


ample, they, like many life insurance 
pension salesmen, are using the new 
(CONTINUED ON PAGE 22) 


Loren Laughlin to 
Be Insurance 


Director in Nebraska 


LINCOLN, NEB. — Gov. Peterson 
announced the appointment of Loren 
H. Laughlin, state budget director, as 
assistant director of insurance. He will 
replace Bernard R. Stone as director of 
insurance on Jan. 1. 

Mr. Laughlin is 55 years old. He was 
formerly city attorney of Lincoln. He 
took a leave of absence as budget direc- 
tor this year to serve as legal adviser 
to the legislature’s enrollment and re- 
view committee. He was in uniform 
during the first war and was an air 
corps officer during the second war. He 
served in various military government 
posts. He was president of all higher 
military government courts in Upper 
Bavaria. He graduated at Drake uni- 
versity law college and was then as- 
sistant commerce counsel of Iowa and 
later assistant to the Iowa code revision 
committee. He moved to Beatrice, Neb., 
in 1919. He was state senator from there 
from 1925 to 1929. He was senior claims 
commissioner for the War Department 
in the Philippines in 1947 and 748, and 
was assistant general counsel for the 
U. S. civil service in the Philippine alien 
property administration. 


Nebraska Institute Meets 


The Insurance Institute of Nebraska 
met at Omaha to discuss ‘Federal Tax- 
ation of Life Insurance Companies.” 
Leading the discussion were F. E. 
Houston, vice-president and actuary of 
Guarantee Mutual of Omaha, and D. I. 
Parker, vice-president and actuary of 
Security Mutual of Lincoln. Presiding 
at the meeting was W. L. Packard, 
institute president and vice-president 
and treasurer of Security Mutual. 












<The 
COMMONWEALTH 


Commentary 
Selling Yourself! 


Are you selling yourself? If not, you're missing the greatest 


of all business assets. 


In answer to the question, “What did you like about the 
salesman from whom you made your last purchase?”, 3 out 
of 4 buyers listed some pleasant attribute connected with his 


personality. 


Less than one fourth of the reasons for not 


buying were traced to a lack of technical knowledge on the 
part of the salesman. And for business success in general, 
almost all the factors contributing to a successful career are 


tied in with personality, 


So take a good look at yourself. Are you wearing a smile 
instead of a frown? Are you sincere instead of indifferent? 


Ts your attitude constructive? 


Are you selling yourself? 


Are you willing to serve? 


INSURANCE IN FORCE NOVEMBER 1, 1951 
$528,579,339 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE ¢ COUISVILLE, KY. 





Hospital Admission 
Plans Need Shots 
Against Bugs 


Prescribe Education 
as Antidote for Weak 
Clerical Coordination 


By RICHARD J. THAIN 


The hospital admissions plans agrees 
to by the group companies and the hos. 
pitals in a number of the largest metro. 
politan centers are into their second 
and third years of existence and, while 
everyone agrees they are better than 
no such plan, their function in some 
communities leaves a great deal, to he 
desired and they have become a source 
of friction between hospitals, insurers 
and insured. While the plans haye 
demonstrated that they are sound ip 
basis, they have also demonstrate 
rather painfully that no such plan js 
any better than the clerk assigned to 
carry it out. 

Insurance people are constantly being 
grieved by instances where uninformed 
hospital admissions personnel refuse to 
honor assignments. Time and time again, 
group insured check into a hospital and 
come up against a clerk who under. 
stands that the only people accorded 
benefit assignment privileges are Blue 
Cross subscribers. Often this ignorance 
over the details of the hospital-insurance 
arrangement extends pretty high up the 
scale of hospital administrators, The 
complicating element is the great turn- 
over on the admissions and _ general 
clerical staffs of hospitals. In many 
instances the employes of the hospitals 
who were on the job when the admis- 
sions plans were first installed have 
moved into other fields or into other 
capacities. Incomplete arrangements 
have been made to pass on the informa- 
tion about the plan to their successors. 
Another major source of irritation to 
the group insurers and to the insured 
is the rapidly growing practice of re- 
quiring deposits from group insured 
persons. The fact that hospital-surgical 
costs are so high today that in many 
cases the insurance benefits will not 
cover the costs has inclined the hos- 
pitals toward requiring these down pay- 
ments. Sometimes deposits are required 
only from those who are being hos- 
pitalized for what look like serious and 
lengthy disabilities, but in some cases 
the hospitals are requiring these de- 
posits from all group-insured entrants. 
It was the original understanding of the 
insurance people when the hospital plan 
was entered into that no deposits of this 
sort would be required. 


Becomes Damper on Sales 


In fact, so many misundertandings 
have arisen in connection with pet- 
formance of the plan due to lack of 
cooperation with the hospitals that in 
some areas a serious damper has beef 
put upon the use of the plan as a 
argument against the competition of 
Blue Cross and Blue Shield. : 

Nor are all the inevitable bugs which 
develop in such a plan the result 
mistakes by the hospitals. The hospitals 
have been annoyed and made suspicious 
by insurance companies which are $ 
in paying claims. The hospitals us 
expect an assigned claim under the hos- 
pital plan to be paid by the insuref 
within 10 days. When the payment drags 
on and on, this does not improve the re 
gard of the hospital for the insurer 
and all the other insurance companies 
prompt on payment or otherwise, aft 

(CONTINUED ON PAGE 2) 
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Long-Time Associate Scans 
C. M. Cartwright’s Career 


By HOWARD J. BURRIDGE 


It is not easy for anyone who knew 
him intimately and for a long time to 


adjust to the realization that C. M. 


on Cartwright is gone. He was so_alive 
and active during his 50 years in insur- 
eak ance journalism that he seemed, to the 
" yyndreds who saw him regularly, to be 
tion jmost @ permanent fixture. Even 
though he spent his last few years in 
darkness, completely blind, frail of body 
HAIN and declining in mental power, it 1s 
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geverthele: 
friendly, interested, 


time — the 


donah 
ou, 7 . 
he swoided superlatives and warned his 
sisce in the history of insurance jour- 
talism is established and secure. a 
can think of no one who would be in- 


dined to dispute it. 
Peak Period Was 1910-40 


through a 
true that ; ; 
samped himself supon the minds of in- 
surance men most indelibly from about 
1910 to 1940. Prior to 1910, the paper of 
which he was managing editor — then 
Tue WESTERN UNDERWRITER — had 
acomparatively small circulation, with 
jew subscribers outside the middle west. 
Soon after that the list of readers ex- 
panded rapidly, 
THE NATIONAL 
3-year period from 1910 to 1940 was” the 
one that stands out as the most impor- 
tant in C. M.’s career. Coincidentally, it 
was during this span of years that all 
branches of insurance experienced a 
great forward movement, a tremendous 


growth. 


today 
“lovable,” 
Masculine sense. They do this, not only 


heless difficult to believe that the 
stern looking but 
m-hearted man who spent his long 


jusiness life talking to insurance per- 
gnalities and writing about them and 
their companies will be seen no more. 


He was either the greatest or one of 


the greatest insurance editors of his 


first half of the 20th cen- 
I say this with certainty even 
I know that in his own writing 


porters against the use of them. His 


Although C. M. functioned effectively 
50-year period, it is probably 
he did his best work and 


its name was changed to 
UNDERWRITER, and so the 


When you are putting down on paper 
our recollections of a man who lived 


for 82 years, and who started writing 
about insurance at the beginning of the 
century, you are addressing yourself 
primarily to an audience of old-timers. 
There are many young men in the busi- 
ness to whom the name of C. M. Cart- 
wright does not mean much. But those 
who have spent their lives in insurance 
will have no trouble recalling him and 
his contemporaries in insurance pub- 
lishing. 


Contemporary Editors 


Perhaps it will place his time more 


clearly in the minds of many to recall 
that the other insurance editors who 
were prominent and active during C. M. 
Cartwright’s most important days in- 
cluded Charles Belcher, 


Standard of 
oston; Sumner Ballard and William S. 


Crawford, New York Journal of Com- 
merce; 
Cyrus K. Drew, Insurance Report and 
Western Underwriter; Robert Dearden, 
Sr, United States Review; John “Com- 
modore” Piver, Underwriters Report; 
Thomas R. Weddell and P. J. V. Mc- 
Kian, Insurance Post; John Hogshead, 
Baltimore Underwriter; Wilfred Mack, 
Weekly Underwriter; C. I. Hitchcock 
ad Charles Dobbs, Insurance Field; 
George A. Watson, 
Unperwriter; John Caverly, American 
Insurance Digest, and Charles Biscay, 
Insurance Press. 


“Tim” Dealy, Herald-Argus; 


THE NATIONAL 


This is not the full list, of course. I 
ve compiled it from memory and in- 
uded it here only because ali of these 


tditors are dead, and many of them 


a long time ago. C.M. outlasted 
them. 


Most of those who speak of C. M. 
refer to him as having been 
using that word in the best 


because he was kind, considerate, cour-~ 
teous and thoughtful in his dealings with 
others, but perhaps primarily because 
his parents were Quakers, and so he was 
trained in youth to be non-combative. 
He disliked quarrels, misunderstandings, 
sharp differences of opinion, and avoid- 
ed them by every means that he could 
employ. He wanted harmony above all 
else, and went to great lengths to 
achieve it. Within THe NATIONAL 
UNDERWRITER family he was the great 
pacifier. He resolved personal animosi- 
ties. He was painstaking, patient and 
determined in eradicating any feelings 
of hostility that he found in the National 
Underwriter organization. He was 
quick to praise, generous with his com- 
pliments, but slow and unwilling to 
condemn. 


HAD HOST OF FRIENDS 








This was the attitude and state of 
mind he brought to all, and because it 
was so unusual it made hundreds and 
hundreds of friends for him, who were 
faithful and loyal during all of the years 
that he was in active practice as an 
insurance journalist. 

A large man, his protruding lower lip 
gave him a forbidding appearance. He 
was slow of gait, but quick of percep- 
tion. By today’s standards he was old- 
fashioned. He believed in hard work, 
thrift, regular habits, family loyalty, 
community responsibility and the golden 
rule. He dressed quietly and incon- 
spicuously. There was always a watch 
chain across his vest, but never a wrist 
watch, ring or jewelry of any kind. He 
was soft spoken, courteous, and almost 
overly modest in his personal manner. 


One of his basic operating principles 
was that he was determined to get 
something from every man whom he 
interviewed during the day. That is, if 
he went from office to office, interview- 
ing company officials or general agents 
of fire, life or casualty companies; 
agents; claim adjusters; or those of any 
position in the insurance business, his 
object was to be able to write some- 
thing as a consequence of each call that 
he made. This was, of course, not al- 
wens possible, but it was what he tried 
to do. 


Strong News Sense 


This procedure kept alive in him a 
very strong news sense, and at the same 
time a feeling of accomplishment. It 
accounted for many of the smaller and 
perhaps minor news items that appeared 
in THE NATIONAL UNDERWRITER, an 
which, while having perhaps a limited 
news interest, were nevertheless news. 

At every kind of news gathering he 
was unexcelled. No one has ever ap- 
peared on the scene, for instance, who 
was able to cover an insurance conven- 
tion of any kind more thoroughly, or 
more satisfactorily, than he, or who was 
able to bring to his readers more com- 
pletely the color and interpretation of 
the convention. 

When covering a convention he was 
indefatigable. He attended every ses- 
sion and listened to every speaker. He 
mingled in the lobby, talking to as many 
in attendance as possible. He went to 
all the convention and special commit- 
tee meetings. He threw himself into the 
whole business of reporting the conven- 
tion in detail with such vigor and energy 
as to make his activities more than sur- 
prising to those who had a real under- 
standing of what he was doing. His 
editorial associates of THE NATIONAL 
UNDERWRITER stood in awe of the way he 
handled every convention he attended, 
large or small. 

During his active years, C.M. was a 

(CONTINUED ON PAGE 10) 














Perception 


It was Sherlock Holmes, the prototype of detectives, 
who argued that people could be trained to see. They 
could look at a shop window, for example, and fail to 
observe what was in it. He claimed that with a little 
training a person could take one look into that window 
and then be able to enumerate everything that was in 
it. Thus perception could be trained into a skill. 


A modern art teacher thinks that people ought to be 
taught to use their eyes to see, starting when they are 
youngsters. He said that many people look but don’t 
see and pointed out that if you learn how to see things 
you are on the first road to understanding them, and if 
you understand them something can be done toward 
making an artist out of you. He considered perception 
the most important part of training an artist. This put 
it on the same footing with learning draftsmanship, 
which he claimed anyone could be taught. The art 
teacher argued that if he learned how to see he could 
use that skill in almost everything he did. 


The underwriter who learns how to see has mastered 
the first important step in the art of selling. 


THE PENN MUTUAL LIFE INSURANCE CO. 














Agents Seen Seeking 
U. 5. Help if N. Y. 
Fails to Fix 213 


Extraterritorial Rule 
Hit by N.A.L.U. in Condon 
Committee Presentation 


NEW YORK—If New York doesn’t 
fix what is wrong with its archaic ex- 
pense limitation statute, the agents af- 
fected are quite likely to turn to Con- 
gress for relief, it was indicated in the 
brief of the National Assn. of Life 
Underwriters committee on compensa- 
tion filed with the Condon committee 
of the New York legislature that opened 
its hearings here this week on the revi- 
sion of section 213, the New York ex- 
pense limitation law. 

The brief, while reemphasizing the 
belief that insurance is best regulated 
by the states rather than the federal 
government, warned of this unrest 
among agents, particularly those out- 
side of New York State working for 
companies domiciled outside the state 
but licensed in New York and hence 
subject to its expense limitations, 


May Light Federal Supervision Fuse 


“It is scarcely reasonable to hope or 
expect that they will refrain from taking 
their problem to the federal Congress 
if they do not receive from New York 
the modest consideration requested,” 
the brief stated. “We devoutly hope that 
the legislature of this state will not, 
by inaction in the matter of section 213, 
light the fuse of federal supervision of 
insurance—at least we hope it will not 
be done without proper and adequate 
consideration of the issues involved.” 

A.L.U.’s_ brief was presented by 

Spencer L. McCarty, Provident Mutual, 
Albany, chairman of the N.A.L.U. com- 
mittee on compensation and executive 
secretary of the New York State Life 
Underwriters Assn. Also on the 
N.A.L.U. roster of witnesses were B. 
N. Woodson, managing director, and 
Henry J. Peirce, Massachusetts Mu- 
tual, Indianapolis, and several members 
™ the N.A.L.U. compensation commit- 
ee. 
_, The N.A.L.U. committee warned that 
if a satisfactory substitute for section 
213 should not be enacted the worst 
harm wili not befall the companies or 
the policyholders but will hit hardest 
at the agents who are doing a con- 
scientious job. 

The brief emphasizes that while sales 
of ordinary life insurance have doubled 
during the decade that the dollar was 
losing half of its buying power, it is 
wrong to assume that this has doubled 
the agent’s income, thereby enabling 
him to hold his own in terms of real 
income. Gross income has failed mar- 
kedly to rise in the same proportion as 
ordinary sales and net income, after 
legitimate business expenses, has risen 
in a still smaller proportion. 


Agent’s Income Increase Less 


While total ordinary production has 
risen 105% or more, the average agent’s 
production may have risen by about 
80% to 90% resulting in an increase in 
gross income of about 60% and a net 
income of about 50% or less. 

One reason is that there has been a 
10% to 20% increase in number of 
agents sharing in this production. If 
115% of the former number of agents 
are sharing approximately 205% of the 
former volume of business, this leaves 
each individual agent with an average 
of 80% above his former level. 

Yet this does not reficet actual earn- 

(CONTINUED ON PAGE 8) 
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Prudential-Union 
Parleys Are Again 
Discontinued 


Negotiations between Prudential and 
Insurance Agents International Union, 
A.F.L., on a new contract covering some 
15,000 of its district agents in 35 states 
and District of Columbia were discon- 
tinued Wednesday after failure to reach 
an accord. . 

Union officials told company repre- 
sentatives that they could see no use- 
ful purpose in prolonging the talks if 
the company was unwilling to meet its 
demands, It was the second time the 
conferences had been suspended. A strike 
was threatened for Dec. 1. 

The union had originally demanded 
increases totaling $64 million per year, 
later reduced them to $35 million, about 
$45 weekly increase per agent. and final- 
ly said it would call a strike if Prudential 
did not substantially improve its offer. 

Prudential offered higher commission 
rates, representing about $3.45 weekly 
for the average agent, and a change in 
the present retirement plan to a non- 
contributory basis effective last Jan. 1. 
This would relieve the average agent of 
a weekly contribution of $3.14 and result 
in a $150 average lump sum refund 
of this year‘s contributions. 


Public Wants Facts, 
Advertisers Told 


American business can help the cause 
of private enterprise by engaging in an 
unremitting public relations campaign to 
supply the public with facts, Adver- 
tising Club of Hartford was told by 
Donald F Barnes, promotion and ad- 
vertising director of Institute of Life 
Insurance. He said that advertisements 
and publicity statements from the na- 
tion’s business enterprises must supply 
the facts to answer questions uppermost 
in the public mind. 

For example, he said, the public wants 
to know just what happens to dollars 
it invests in insurance policies and other 
business ventures. Smart advertising 
and public relations men will seek to 
answer these questions in their ad- 
vertisements. “A factual advertising ap- 
proach,” he declared, “gets better re- 
sponse from the public than an emo- 
tional approach. 

“The public of today is different from 
that of a decade ago,” he said. “This 
public now wants facts, clarity and 
understanding in advertisements. The 
public is no longer interested in pretty 
adjectives.” 


N. Y. Buyers Put Glass 
on Group Costs, Benefits 


A study of premium costs and bene- 
fits of Blue Cross and United Medical 
plans in comparison with other A. & H. 
group plans is being made by the em- 
ployes benefits committee of the New 
York chapter of National Insurance 
Buyers Assn. Chairman is W. J. Fitz- 
simmons of New York Herald Tribune. 
Included in the study are the medical 
catastrophe or medical excess coverages 
that are being offered and also the ben- 
efits under employment and disability 
benefits laws. 


Women Hear Miss Drake 


Women’s Home Office Life Under- 
writers of Chicago heard Miss Vi Drake, 
North American Accident, discuss the 
highlights of the Institute of Home 
Office Life Underwriters convention at 
Chicago. 














Celebrates 45th Anniversary 

Edwin M. Pearce, Atlanta agent for 
Reliance Life, celebrated his 45th an- 
niversary with the company. He is the 
oldest agent in years of service with 
the company. 


A New Local Association Is Born 





The governing committee of the new Greater Hammond Life Underwriters Assn. 
presents its petition for membership in the Indiana State Assn. of Life Underwriters to 
the state president at the annual state meeting at Indianapolis. This petition was 
signed by 80 agents. In the picture are, from the left, J. F. Nowak, associate manager 


Western & Southern, Hammond; J. 


P. Kenealy, manager Metropolitan, Hammond; 


Harold Means, general agent Lafayette Life, South Bend, state association president; 
J. F. Benne, staff manager Prudential, Hammond, and Paul Pfister, chief deputy of the 


Indiana insurance department. 








Dissolution Plan Up for 
Gibraltar Colorado Life 


Stockholders of Gibraltar Colorado 
Life at a special meeting at Denver 
Dec. 18, will vote on a proposal for dis- 
solution of the company and distribu- 
tion of the remaining assets to the 
holders of full participating stock. Pres- 
ident J. M. Campbell in a message to 
stockholders says that a court order was 
obtained releasing the securities which 
Gibraltar Colorado Life has had depos- 
ited with the Colorado department. This 
permits the management to proceed 
with the dissolution, which is not a new 
plan but is simply carrying out a pro- 
gram that was formulated and an- 
nounced long ago. Mr. Campbell esti- 
mates that the amount of the distribu- 
tion per share will be about $8. 

As of Dec. 31, 1933, all of the life 
business of this company was reinsured 
in what is now Security Life & Acci- 
dent. However, Security did not as- 
sume the endowment bond obligations 
of Gibraltar Colorado Life and that 
company hence has remained in exist- 
ence with its securities under joint con- 
trol of the insurance department to ma- 
ture all of the endowment bonds. It has 
been completely divorced from the in- 
surance business. 

The shares of Gibraltar Colorado Life 
have been traded as part of a package 
ie the stock of Security Life & Acci- 
ent. 


Debit Men Write Ordinary 
on Recent High School Grad 


A number of debit men are highly 
successful these days writing ordinary 
on recent high school graduates: A few 
years ago this would have been out 
of the question, but now many young 
men and women just out of high school 
are working on jobs that pay them good 
salaries. These debit men approach 
these young people by pointing out 
that the policies will cost a great deal 
more each year that purchase is put 
off. Some of the producers work in 
regular nests of high school graduates 
who are friends of each other and in 
the same class or on the same job. 
Many of the policies written are for 
$5,000 on a preferred risk basis. 








Revenue Act Sales Effect 


Benjamin Micou, New England Mu- 
tual, presided at a luncheon of the 
Detroit C.L.U. chapter Wednesday. 

Harold O. Love, Detroit attorney, 
spoke on the effects of the 1951 revenue 
act on insurance sales. 





W. Va. Appeals Court O.K. of 
Equitable Home Loan Plan 


Appeal has been made to the West 
Virginia supreme court by Commis- 
sioner Crichton on the Charleston cir- 
cuit court ruling that Equitable Socie- 
ty’s assured home ownership plan does 
not contravene a statute regulating in- 
surance companies. 

The commissioner had disapproved 
the plan on the grounds that loans are 
made available to home owners only if 
they place the mortgage insurance with 
Equitable. 

In setting aside the disapproval, the 
lower court observed that provisions 
of the code are ambiguous, and there- 
fore, weight must be given to the ad- 
ministrative construction of predecessor 
insurance commissioners who by their 
silence indicated that the plan is not 
a contradiction of the statute. 

The court said the portion of the 
statute on which the disapproval was 
based is applicable only to fire insur- 
ance companies. 





Poll Iowans en Attitudes 
Toward Insurance Needs 





The Des Moines Register & Tribune 
conducted a poll among Iowans to find 
out how they feel about life insurance. 
There is no indication of how many cit- 
izens were approached and it would 
seem difficult to evaluate the findings of 
the newspaper, but here is what they 
found for what it is worth: 

Some 36% of those interviewed felt 
there is more need ‘for life insurance 
today than there was five years ago, 35% 
said the need is about the same, 8% said 
the need is less and 21% were undecided. 

In the top economic class, some 48% 
felt the need for life insurance is greater 
today than five years ago, 37% said it 
was the same, 6% less and 9% unde- 
cided. In the middle economic stratum, 
36% said the need is greater today, 37% 
said the need is the same as five years 
ago, 7% said less and 20% were on the 
fence. On the lower economic level, 23% 
said the need was greater today, 30% 
said the same, 13% less, and 34% could 
not make up their minds. 

On the question of which is the best 
place to put aside money for old age, 
some 40% favored bonds, 24% said in- 
surance, 13% savings and 23% did not 
know. 

The top economic class voted 34% 
for insurance, the middle class voted 
25% for insurance and in the lower 
class 13% thought life insurance was 
best. 


Ordinary Sales in | FINAL 
October Boom in 
Six Larger Cities 


According to L.I.A.M.A. Statistics gJ 
of the eight largest cities all showed af 
increase last month in ordinary busines 
from October, 1950. Only two, 
Angeles and St. Louis, showed a dd 
crease. Cleveland led with an_ incre 
of 20% and Los Angeles was last y 
a decrease of 6%. For the first 
months of this year, every city ¢ 
held its own or showed a gain over 
same period last year. Following 
the percentage gains or losses for 
ber and for the first 10 months: 
ton 2 and 0; Chicago 1 and 9; Cley 
20 and 13; Detroit 10 and 9; Los 
geles 6 and 1; New York 3 and 5; 
delphia 3 and 5; St. Louis 2 and 0, 

New Hampshire, with a 40% 
showed the greatest increase state-w; 
in October, followed by Montana 
Alabama. For the first 10 months, wi 
national ordinary sales up 3% over 
year ago, New Hampshire led with 
increase of 18% followed by New Je. 
sey with 10%. 


Hogg Says Federal 
Threat Is Oblique 


Robert L. Hogg, executive vice-preg. 
dent and general counsel of America, 
Life Convention declared in a speech a 
a seminar sponsored by South Carolin 
State Life Underwriters Assn. and the 
University of South Carolina that the 
insurance business is presently more 
highly regarded in congressional circles 
than in its own circles and that he sees 
no obvious move toward federal super. 
vision of the business. He reported that 
during the past 18 months when Con. 
gress had occasion to consider a pm- 
posal affecting the insurance business 
there was a every evidence of symp. 
thetic interest. 

The desire to bring about federal su. 
pervision of the business credited to 
some a few years ago probably remains, 
he said, although the motives have 
shifted. The picture has changed in 
that the fire and casualty insurance 
business is no longer in the limelight, 
Where the trend of a decade ago to 
ward federal supervision arose from 
pious principles of business morality, 
today the current toward the federal 
government is the backwash of what is 
being done in the name of the national 
economy. He said that pressure present. 
ly doesn’t come merely because insur 
ance is a big business whose more or 
less mechanical operations demand reg- 
ulation. The interest is in particular 
phases of the operation today, such a 
investments. Radiating from this inter. 
est, insurance could easily drift i 
federal regulation, but there is no 
ent indication of being driven in 
direction. : 

With no apparent threat of f 
supervision on the horizon, Mr. 
answered the question of why the 
insurance business so recently es 
lished Washington representation 
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FINAL OKAY PENDS 
Stabilizers Leave 
Commission Control 
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Insurance & Trust 
President. of the 


man of the Million Dollar Round Table. 
frst} UP by the Philadelphia association as 
sanding service to the insurance in- 


dustry and the association. He has been 
4 popular speaker at life sales meetings. 


to State Officials 


WASHINGTON—The tripar- 


M tite panel of the wage stabilization 


poard on commission earnings has sub- 


#f mitted a majority report advocating that 
itl the WSB approve within its jurisdiction 


petitions for adjustments in compensa- 
or partially by commissions, where such 


state insurance departments, This would 


This recommendation applies only to 


insurance agents. It is the salary stabi- 


has already been approved by the salary 
stabilization board and is awaiting ac- 


This was a majority report, there be- 
ing one dissenter, Ray McCall, AFL 
representative, who is expected to issue 
his dissent soon. The panel’s majority 
report goes to the wage board for con- 
sideration and thence to the director of 
economic stabilization who has already 
received recommendations dealing with 
stabilization of compensation in forms 
of pensions and group insurance. It is 
expected that action in both these 
realms will be delayed until the new 
economic stabilizer can get his bearings. 

The wage-commission committee con- 
sisted of S. Herbert Unterberger, labor 
economist, chairman; Benjamin C. Rob- 
ets, labor arbitrator, representing the 
public; George Faunce, Jr., Continental 
Baking Co., and James Worthy, Sears, 
Roebuck, industry members, and Fred 
Pieper, CIO, and Mr. McCall, labor 
members. 

The Unterberger panel says in its re- 
port that it took cognizance of the fact 
that actual commission rates paid on life 
insurance are usually controlled by state 
tegulatory bodies and that in practically 
every case the total acquisition cost 1s 
controlled by such bodies. They consid- 
ered that the New York insurance law 
alone has a regulatory effect on about 
two-thirds of the life insurance placed 
in the United States. He 

The panel recommended that petitions 
for adjustment in compensation be han- 
dled at the Washington office of the 
board. 


Scott Celebrates 45th Year 
With Penn Mutual Life 


Thomas M. Scott of the Reese agency 
of Penn Mutual at Philadelphia cele- 
brated his 45th 
anniversary with 
the company. Over 
the 45 years he has 
placed more than 
$50 million of life 
insurance, and for 
13 years he was 
the company’s 
leading producer. 
He has produced 
at least $20,000 a 
month for 237 con- 
secutive months. 

Mr. Scott is past 
president of the 
Philadelphia Life 
Council, a past vice- 
National Association 
Life Underwriters, and past chair- 





Thomas M. Scott 


n 1948 he was awarded the president’s 


man who rendered the most out- 


State Mutual Life is retaining in 1952 





951 dividend scale on individual 
es, 


Buffalo Trust Council Elects 


Howard C. Minich, Manufacturers & 
Traders Trust Co. has been elected 
president of Buffalo Life Insurance & 
Trust Council. He succeeds W. Merle 
Smith, manager of Mutual Life. 

Vice-president is Joseph E. Bright; 
secretary, Clifford E. Cox; treasurer, 
Maurice S. Tabor, Travelers, 





The executive committee of the gen- 
eral agents association of Philadelphia 
Life met at the home office. Presiding 
was Russel Gohn of York, Pa., chair- 
man of the association. 


Metropolitan to Help Finance 
Small Telephone Companies 


Stromberg-Carlson Co. of Rochester, 
N. Y., has arranged for the financing 
of small independent telephone com- 
panies by Metropolitan Life. The first 
$2 million to be loaned under the pro- 
gram will be made available through the 
dial telephone equipment manufacturer’s 
subsidiary, Stromberg-Carlson Credit 
Corp. 

No estimate was given of the amount 
ultimately to be loaned. The arrange- 
ment originates under a_ transaction 
whereby Metropolitan buys debentures 


of the credit corporation, which then 
lends the funds to small utilities. 





Wehrle to Republic Nat'l 


Republic National Life has appointed 
Roy M. Wehrle assistant vice-president 
in the reinsurance division. Except for 
war service, he has been in life insur- 
ance since 1934 when he joined George 
Washington Life, rising to director of 
agencies. He later acted as manager of 
the West Virginia agency of Pan-Amer- 
ican Life. Recently he has been deputy 
Insurance commissioner of West Vir- 
ginia. 








notice any resemblance 7 





son team. 


George Pfianz, Jr., joined The Union Central Life 
Insurance Company in 1911. Forty years add up to 
quite a record of service in the insurance field. And on 
the record stand years of service to the community as 


well. 


His son, George Pflanz, III, became a Union Central 
representative in 1945 and was recently appointed 
Manager of the Company’s Agency at Des Moines. 

“One of the things that will always stand out in my 
mind,” says George Pflanz, III, “is the wonderful time 
I had as a boy. Dad was always able to make our life 
at home something very special. My hope for my own 
children is that I will be able to give them the same ad- 
vantages—the same sense of happiness that Dad always 


provided for me.” 


Like father like son, the saying 
goes. So it’s not unusual that the 
father and son pictured above— 
George Pflanz, Jr., and George 
Pflanz II1I—would have the same 
interests. In their work as well as in their play they 
share a mutual understanding. Yes! The Pflanz’s of 
Des Moines are another famous Union Central father- 


No wonder George Pfianz III, was eager to follow in 
his father’s footsteps. Union Central not only provides 
its agents with the opportunity for financial security 
while active, but assures them of liberal retirement and 
pension arrangements. 

An alert, co-operative Home Office aids the men in 
the field with modern sales tools, made constantly more 
effective by research and testing. And, of course, Union 


Central offers a policy to meet every life insurance need 


from birth to age 70. 

Since 1867, generation after generation of life insur- 
ance agents have achieved success and security in The 
Union Central Life Insurance Company. 











6 


HteNATIONAL UNDERWRITER 


November 30, 195 








FTC Is Bothered by the 


Turnover of State Officials 





By HENRY HALLAM 


WASHINGTON—Apropos of the 
problem of relationships between federal 
trade cammission and state insurance 
regulatory officials, FTC insurance ac- 
tivities may be slowed up considerably, 
pending the working out of some plan 
of cooperation between FTC and the 
states. 

In conference between FTC repre- 
sentatives and N.A.I.C. liaison commit- 
tee it was suggested each side submit 
a rough draft proposal upon which a 
cooperative plan could be based. 

A basis for cooperation has been sug- 
gested and tentatively or partially 
agreed upon, according to report, but 
was not received with open arms by the 
states’ representatives. The liaison com- 
mittee had not submitted its draft plan, 
at last accounts. Officials here say there 
should not be any reason for not having 
a cooperative plan. 

At best, officials here say, cooperation 


will be hampered because of the heavy 
turnover in personnel of state commis- 
sioners and departments. 

To illustrate this point, an official re- 
marks that perhaps the only two state 
commissioners who were active behind 
the scenes during the battle over enact- 
ment of the McCarran act are Larson 
of Florida, and Bohlinger of New York, 
who remain in the picture at present. 

New commissioners do not have the 
background to grasp the situation fully, 
it is said, and have to start from. scratch, 
virtually, and go through a process of 
education before they are prepared to 
accept or act upon a cooperative plan, 
or many other matters. 

In connection with the September 
conference here between FTC repre- 
sentatives and the N.A.I.C. committee, 
inquiry to date has failed to develop 
what were the “other matters” involv- 
ing contacts between FTC and the 
state regulators out of -which that con- 
ference developed. 








Seek Judgment 
Against Officers of 
American of Ala. 


A bill has been filed in the circuit 
court at Birmingham, Ala., charging 
that the president, vice-president and 
secretary of American Life of Birming- 
ham have wrongfully taken $1,250,000 
from the company in “kick-backs and 
commissions” over a 10-year period. 
The suit was filed by three stockholders 
of the company who acknowledge that 
the financial condition of the company is 
sound, but ask the court to remove the 
officers and directors and appoint a re- 
ceiver. The suit asks judgment of- 
$1,250,000 against the three top officers 
in favor of the company. Named as de- 
fendants were T. W. Wert, president, 
Mrs. E. B. Montgomery, vice-president, 
who was secretary between 1940 and 
1944, M. S. Hobbs, secretary, and the 
following directors: D. Knapp, a 
former board of directors member who 
resigned according to the bill because 
he became dissatisfied with management 
in 1944; W. T. Warren, who resigned as 
a director in 1949, and R. A. Gray, K. A. 
Conville, Paul Haley, Melvin Hutson, 
Roy W. Knight, Frank P, Lide, Cabot 
Lull, Hugh A. Locke, J. C. Sargent, and 
W. A. Sewell. 


Specific Charges Detailed 


There were specific charges made in 
the bill involving Mr. Wert, Mrs. Mont- 
gomery, Mr. Hobbs and Basil P. Aut- 
rey, former agency director for the com- 
pany. The bill states that these persons 
concocted a scheme to enrich themselves 
by realizing profits individually from 
transactions in which they represented 
the company. The bill alleges that Mr. 
Autrey and Mr. Hobbs collected com- 
missions or fees from persons borrow- 
ing money from the company. It is 
charged in the bill that more than 
$500,000 was divided between them. 

The bill mentions a specific case of a 
loan of $119,500 to the Florida Anglers 
Assn. from which it alleges $17,500 was 
deducted as a commission for Mr Aut- 
rey, who in turn was alleged to have 
divided it with Mr. Wert and Mrs. 
Montgomery. 

It is charged that while Mr. Autrey 
was employed as agency director he 
was paid $1,600 a month which was 
split three ways among Mr. Autrey, 
Mr. Wert and Mrs. Montgomery. 

It is alleged that Mr. Autrey entered 
into a contract with a company to pay 
him a commission on all insurance sold 
by it and he had this contract for 10 
vears. The bill alleges that he paid 
Mrs. Montgomery: half of the commis- 
sions received, amounting to approxi- 
mately $150,000. 


It is charged that when American 
purchased Union Life Assn. in 1945, 
Mr. Autrey was paid a commission of 
$7,500. 

The suit charges that Mr. Autrey per- 
suaded American Life to sell its health, 
hospital and accident department to 
J. W. Harrell, who was an attorney for 
the company. 

Further similar charges are detailed 
in the bill against this group. It states 
that Mr. Wert and Mrs. Montgomery 
and Mr. Autrey would “freeze out” 
agents of the company and take over 
their business. It alleges that Mrs. 
Montgomery caused the company to 
issue checks to agents who were no 
longer connected with the company and 
“that in some instances the agent was 
dead and in other instances the check 
was never delivered to said agent.” 

The stockholders bringing the suit 
were Floyd B. Powell, Mrs. Ruth Mc- 
Millan and Mrs. Frances Winters, rep- 
resented by the law firm of Wilkinson 
& Skinner. 





Occidental Honors Jenkins, 
to Retire Next Spring, in 
3-Month Production Drive 


Occidental Life of California has re- 
laxed its long-standing policy of not 
holding production 





pete at a track determined by his last 
year’s volume—Santa Anita for life pro- 
duction under $200,000; Hialeah for 
$200,000 to $400,000 men; Arlington for 
$400,000 to $600,000, and Churchill 
Downs for 1950 volume leaders with 
over $600,000. Cash awards have been 
set up in three categories—life, accident 
and sickness, and group—for each month 
of the contest and for the entire span. 
Competition is on a written basis. 

Vice-president William B. Stannard 
heads the “racing commission” to super- 
vise the drive and President Horace W. 
Brower is “secretary” of the commis- 
sion. Messrs. Stannard, Brower and a 
group of Mr. Jenkins’ closest and old- 
est friends in the field addressed agency 
meetings over the country by transcrip- 
tion to start the contest. 

Mr. Jenkins will have completed near- 
ly 38 years of service with Occidental 
upon his retirement. Starting as a 
personal producer in 1914, he held every 
agency position, advancing to vice-presi- 
dent in charge of production in 1931. He 
was made vice-chairman last year. 





Tennessee Business 
Insurance Institute 
Provokes Interest 


Tennessee Assn. of Life Underwriters, 
cooperating with the University of 
Tennessee, recently completed a highly 
successful business insurance institute 
which. featured four authorities in the 
field and drew an attendance of 115 
from all sections of the state, a 50% 
higher attendance than had been antici- 
pated. The speakers included Miss 
Alice Roché, director of sales educa- 
tion for Provident Mutual; Warner F. 
Haldeman, associate counsel for Penn 
Mutual; E. T. Proctor, general agent 
at Nashville for Northwestern Mutual, 
and J. H. Hardy, attorney and C.P.A. 
of Chattanooga. In charge of arrange- 
ments were Laurie D. Pratt, Penn Mu- 
tual, Knoxville, president of the Ten- 
nessee association; Clinton Campbell, 
Jr., Provident Mutual, Knoxville, Ten- 
nessee secretary-treasurer, and Joseph 
F. Trosper, assistant professor in the 
University of Tennessee college of busi- 
ness administration. 


Legal Phases and the Agent 

Mr. Haldeman made the point that, 
though the life insurance agent must 
not give legal advice, he may and should 
provide legal information. The life in- 
surance man should be familiar with the 
legal phases of life insurance situations, 
so that he may point them out to his 
clients, but he must leave the legal de- 
tails to the attorney. He advised the 


tion consideration and would be 
to handle. 


seeing that the will and the buy-and 


agreement are coordinated. He told 9 


a case where the agreement Provide 
for the transfer of the business of a 
owner to certain employes at his death, 
His will, made years later, left his 
tire holdings to his son. Fortunately 
the conflict was discovered before jj 
death and a tragic mess was avoided, 

In order to illustrate the urgency g 
periodic review of fixed amount vahy 
tions, he told of another agreement jy 
which three brothers bound themsely, 
many years ago to sell their interest x 
death to the surviving brothers for, 
fixed sum of $6,000. One of the brother 
with one foot in the grave sought mp. 
successfully to have the agreemey 
broken. A private sale was arrang 
through which he received $50,000 fy, 
his one-third of the business. 


Fixing Value Important 


Mr. Hardy also emphasized the jm, 
portance of fixing the valuation and se. 
ting up a sound formula for such ; 
determination by reporting that 
praisals at death made by expert coup 
selors in one case ranged from $500,0H 
to $2 million. Where the agreement de 
termines the value on a logical basis anj 
binds both parties to the buy-and-sel 
agreement under those terms, this valy. 


ation will usually be accepted by tx i 


authorities, he said. If this is not done 
the valuation fixed by tax authorities js 
usually considered by the estate as be. 
ing much too high. 


Mr. Proctor urged the agent to k vi 


a physician rather than a horse doctor 
when he approaches a _ business insur. 
ance sale. The physician has to aska 
lot of questions before he can diagnos 
or prescribe, whereas a horse doctor 
doesn’t ask any questions. Mr. Proctor 
advised agents to talk in terms of per- 
centages, such as 8% of the cost of the 
business, instead of talking about rates 
Prospects know they can pay interest, 
but it frightens them to talk about pay- 
ing several thousand dollars a year in 
premiums. 

Miss Roché reported that 72% o 
businesses have no life insurance pro- 
tection on their most valuable asset, the 
brains of their management. She said 
nine out of 10 firms have no business 
insurance and have never been ap 
proached on the subject. 


9-Month Korea Rate Tops 
Similar 1942 War Period 
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Shanks Marks Third 
J, A. Anniversary 
With Pithy Words 


Caroll M. Shanks, Prudential presi- 
dent, has been in Los Angeles for the 
third anniversary of the company’s 
western home office. He commented 
on the western office and described it 
“an experiment that has more than 
justified itself, and has caused the com- 
pany further to decentralize its opera- 
tions by opening similar offices in Texas 
and Canada.” 

Stresses Effect of Inflation 


In an interview, he said that he feared 
an American dollar worth 10 cents 
might destroy our American economy 
unless government expenditures are cut 
and the people embark on an all out 
savings plan to curb inflation. “The 
destruction of the dollar hurts the peo- 
ple who can least afford it,” he said. 
“The widows, orphans, universities, hos- 
pitals and churches have to pay through 
the nose. Besides, destruction of the 
dollar means the end of capital with the 
government forced to provide it, thus 
adding up to another price spiral even 
worse than the one we are now in.” 

Reversing his attitude of a year ago, 
that taxation was one way to defeat 
inflation, he said emphatically, “I don’t 
believe that anymore. Such taxation 
now has become wasteful and _ infla- 
tionary in itself.” He urged the ending 
of congressional appropriations with the 
view toward spending only what cash 
is on hand and not against the future. 
He advocated strict budgetary control 
on the same basis that major businesses 
are conducted. He also recommended 
that all of the Hoover commission meas- 
ures be adopted. 


Public Housing Called Wasteful 


He termed public housing as “ex- 
tremely wasteful” saying that private 
enterprise could provide it better and 
cheaper. “It would be cheaper for the 
government to give each person a $15,- 
000 house outright than to embark on 
some of these programs,” he said. In 
answer to one query, he said that a 
drastic program of compulsory saving 
might face the people of the United 
States unless a drive to defeat inflation 
gets under way now. 


FAULKNER TO HOUSTON 


Mass. Mutual Opens 
Texas Field Again 


Massachusetts Mutual is reentering 
Texas, after a lapse of 44 years, with 
the appointment of 
Davis Faulkner as 
general agent at 
Houston. Mr. 
Faulkner has re- 








vice - president of 
American General 


tonio and Fort 
Worth. 

Vice - president 
Chester O. Fischer 
and Director of 





Davis Faulkner 


Agencies Kenneth W. Perry are spend- 
mg 10 days in the state making initial 
contacts in these cities and investigating 
Prospective agency sites. 


In Business Since 1925 


Mr. Faulkner entered the business 


with American General Life in 1925, 
serving as secretary, agency director, 
‘ecutive vice-president, and director. 


€ is a trustee of the Institute of Life 
surance Marketing at Southern Meth- 
st university. He was graduated 
University of Texas and South 
School of Law. 

assachusetts Mutual withdrew from 





the state in 1907 when the ‘Robertson 
law on investments went into effect. 
More than 5% of the company’s funds 
are invested in Texas securities. 


Madden on Chamber Board 


James L. Madden, second vice-presi- 
dent of Metropolitan Life, has been 
named a director at large of U. S. 
Chamber of Commerce. This gives the 
insurance business six board members, 
two of whom are vice-presidents. The 





two are Carl N. Jacobs, president of 
Hardware Mutual Casialty of Stevens 
Point, and Laurence F Lee, president 
of Peninsular Life of Jacksonville and 
of Occidental Life of Raleigh. 

Chase M. Smith, general counsel of 
Lumbermens Mutual Casualty, and 
Clinton L. Allen, president of Aetna 
Fire, were elected directors to represent 
insurance. 

Frank P. Samford, president of Liber- 
ty National Life, is a director represent- 
ing the fourth election district. 


Mr. Madden was at one time manager 
of the insurance department of the 
chamber. 





The S.M.U. course has scheduled its 
seventh indoctrination class Dec. 3-7, 
and enrollment applications are being 
accepted now. ‘ 


Central Standard Life has been li- 
censed in Oklahoma to write A. & H. 
with J. David Kerr of Oklahoma City ~ 
as general agent. 














THE MINNESOTA MUTUAL LIFE INSURANCE 
COMPANY 


Saint Paul 1, Minnesota 
terested. No obligation to me, of course. 


Name. 


1 want to know how W. E. Zurilgen does it. | may be in- 


“FIRST A SATISFIED \. 
BUYER - NOW AN \\ 
ENTHUSIASTIC SELLER” \ / 


says Mrs. W. E. Zurilgen 
Chowchilla, California 





“We feel as if we're living in a dream since we discovered the Minnesota Mutual! Bill and I 
were married while he was in the service so, after being discharged, he naturally had high 
hopes of finding a job that would provide a fine home for us and our expected baby. 


“However we soon found that with so many returning veterans, jobs weren't too plentiful. 
After two months of searching, Bill landed a job driving a gas and oil truck. Although the 
starting salary was rather small, he was told that his future wages would show a big increase. 
Bill’s interest in the job stemmed from the fact that he enjoys selling and it gave him a chance 
to meet and talk to people. After three years he was transferred to a gas station where he 
was to be manager. 


“Our family now totaled four and Bill began to realize that in order to care properly for 
David and Cheryl he should begin some enterprise of his own. He considered the various 
phases of the oil industry but starting out on his own in that field required money that we just 
didn’t have. It was then that a Minnesota Mutual representative sold us insurance using the 
Company’s Organized Sales Plan. He not only sold us insurance but also sold Bill on the 
insurance business! 


“Bill’s queries about the business resulted in an appointment with Earle Parker, the General 
Agent in this vicinity. This interview completely convinced us that life insurance selling was the 
career for Bill. With the help of the Minnesota Mutual’s Organized Sales Plan and their 
marvelous sales tools, Bill has found the right job for him—the one that has fulfilled the promises 
of everything we've planned for.” 


Bill Zurilgen, although associated only a year with the Minnesota Mutual, 
has proved without a doubt that he is on the path to success. Bill's Paid 
Business totaled $753,060 in only 94/2 months of business. Bill is a staunch 
advocate of the new, revised Success-O-Graph* and finds it works well 
in the small towns of less than 4Q00 population where he concentrates 


his business. 


& 
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Agent Costs Demand Sec. 213 Relief 


(CONTINUED FROM PAGE 3) 





because there has been a dis- 


ings, 
proportionate increase in term insur- 
ance, including family income riders. 


This trend means a lower premium 
per thousand and a lower commission 
per dollar of premium. 

For example, an agent who was pro- 
ducing $100,000 a year in the days be- 
fore Pearl Harbor, with an annual first 
year premium of $3,000 had an average 
first year commission rate of say, 47.5%. 
He now produces $180,000, represent- 
ing perhaps $5,000 in premiums rather 
than $5,400 because of the high pro- 
portion of term, so that the applicable 
percentage is probably about 42.5% in- 
stead of 47.5%. 

This works out to a 66% increase in 
first year premiums but only a 49% 
increase in first year commissions, Re- 
newal commissions do not change the 
picture materially. 





STARS EARN LESS 





The N.A.L.U. brief quotes from the 
Insurance Salesman’s “All Star Issue” 
which gives data on the leading pro- 
ducer for every company responding to 
the questionnaire. Figures on 44 com- 
panies licensed in New York state show- 
ed that the average production of lead- 
ders was $505,854 in 1940 and $950,073 


in 1950, an increase of 89.3%. First 
year premiums went from $18,178 to 
$27,873, up 53.3%, while estimated com- 
missions went from $14,923, to $19,668, 
an increase of only 31.8%. 

The brief makes use of the fact that 
companies operating in New York state 
are paying 84% more than 10 years ago 
in field costs, of which agents’ commis- 
sions and salaries are the principal 
items. The figure includes not only 
agents’ commissions but all other field 
expenses, including office rent and 
clerical salaries. The brief states that 
since it is likely that rents on the 
average have increased more than 84% 
and clerical salaries have increased at 
least that much, it is obvious that com- 
missions have increased less than 84%. 
_ Even if a full 84% represented an 
increase of that amount for each aver- 
age agent, there are 15% more agents, 
which means an increase of only 60% in 
income for each agent. 


Includes Group and Industrial 


While these figures include group 
and weekly premium producers as well 
as ordinary the N.A.L.U. committee 
contends that this strengthens its case, 
because it is obvious that group insur- 
ance commissions and industrial agents’ 
compensation have increased more than 
84%. Net incomes have increased less 
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than gross incomes for several reasons, 
according to the N.A.L.U. brief. It 
appears that the: average agent’s ex- 
penses have risen from 21.7% of his 
gross income in 1939 to 29.5% in 1949. 

One reason for the difference is the 
increasing need for office equipment 
such as calculating machines, type- 
writers, and dictating machines. Then, 
too, the average agent now has to pay 
for a considerable amount of service 
formerly supplied by his general agent. 
Finally, there is the fact that his costs 
have approximately doubled but his 
gross income has not. He has had about 
a 60% increase in gross income while 
expenses have gone up almost 100%. 

Expenses have gone up almost 100%. 

The effect of gross income failing to 
keep pace with the rise in production 
and in expenses is that even if the 
average agent’s gross commissions have 
risen 60% in the last 10 years his net 
income rose only 44.6%. 

The brief emphasizes that the ratio 
of business expenses is accurate an 
factual, being based on signed state- 
ments from more than 1,900 agents 
given in the spring and summer of 1950. 


Four Typical Expense Outlays 


The brief included a tabulation based 
on 1950 income and business expenses of 
four agents who gave N.A.L.U. their 
figures direct from their sworn income- 
tax records. They had a gross income 
range from $2,875 to $30,925. The ratio 
of expenses to income was 75.6% for 
the $2,875 man; 36.7% for the next high- 
est, earning $7,310; 29% for the man 
earning $11,472 and 24.9% for the top 
earner. 

In comparing the proposed law’s pro- 
visions with those of section 213, the 
brief points out that much of the dif- 
ference in opinion results from 
comparison of the proposed law’s maxi- 
mum scale with the present law’s typi- 
cal scale. One reason for this is that 
the interacting and variable limits of 
the present law make it exceedingly dif- 
ficult to say precisely what maximum 
scales are actually permitted and make 
it desirable from a company standpoint 
to hold a good safety margin rather 
than paying the absolute maximum it is 
theoretically permitted to pay. 

Thus, in comparisons, there is the 
theoretical maximum permissible. under 
the present law; the practical maximum, 
a figure approaching within 2 or 3 per- 
centage points on a present value basis 
of the theoretical maximum, and the 
typical basis, which might be referred 
to as the traditional basis, as it is getting 
less and less typical. 


VITAL POINT 


A second major reason for contro- 
versy, according to the brief, is the 
tendency of many to compare the pres- 
ent law’s limits for the first 15 years 
with the permissible lifetime compen- 
sation under the proposed law. The 
brief emphasizes that the whole question 
of whether the proposed law represents 
a modest and reasonable increase or a 
very substantial and possibly unjusti- 
fied increase hinges upon accurate and 
practical comparison on this point. 

The theoretical maximum under the 
present law is equivalent, on a present 
value basis, to 100.7% of one year’s 
premium. This is made up of 90.1% for 
the first 15 years and 10.6% for the 
continuous 3% commissions after the 
15th year. The proposed law sponsored 
by N.A.L.U. has a theoretical maximum 
of 86.6% for the first 15 years, 10.6% 
for the continuous three, and 4.9% for 
security benefits (which are in the 
N.A.L.U. bill but not in the company 
proposal which N.A.L.U. used. as a 
foundation). The NA.L.U. proposal 
thus adds up to 102.1% as against the 
theoretical maximum of 100.7% under 
the present law, or an increase of 1.4 
percentage points. 

Allowing for the fact that the prac- 
tical maximum under section 213 would 
be somewhat less than the theoretical, 
the maximum permitted by the proposed 
law would be greater than the present 











practical maximum by about 4%% of 
a year’s premium. 

Even compared with the present day 
usual or “typical” scale the proposed 
maximum would be somewhat less than 
10% of a year’s premium. In any event, 
such a figure has far less practical Sig. 
nificance than 1.4% or 4%4% because 
companies can move from the typical or 
average basis to the practical maximym 
without any change in the present law 
and are in the process of doing so now. 
So the actual difference between what 
could be paid under the new law and 
what can be paid under the present law 
is from 414% down to as little as 14% 
of one year’s premium. 

Over the life of a policy, even the 
44%4% increase in one year’s premium 
would be the equivalent of a little more 
than four-tenths of 1%. This would be 
around 14 cents per $1000 per year be. 
ing more or less dependent on type of 
plan, etc. 


Services Are Worth More 


The brief makes the point that the 
agent needs more to live on and his 
services are worth more. The Depart. 
ment of Labor consumers’ price index 
is now 185.4, the years 1935-39 being 100, 

Even if the agent’s iincome had 
doubled in the last 10 years—as it has 
not—it would still be reasonable and 
proper that he should benefit by a 
higher rate of commission because of 
the increased requirements in the in- 
creased value of his work, according to 
the brief. He must understand settle. 
ment options, social security, and taxes, 
A substantial part of the agent’s time is 
taken up with work that offers no direct 
comparison and which was not contem- 
plated when the present compensation 
limits were enacted. 

Even if an agent has enjoyed doubled 
production because of increased life in- 
surance needs and higher buying power 
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jn order to provide an increase in basic 
compensation rates of 10% or less— 
a good deal less, we consider—to the 
life insurance workmen, Why not, when 
every other workman in every other 
fine of endeavor has experienced in- 
crease after increase. Why should not 
the cost of life insurance go up a mere 
1% for field compensation purposes 
when the cost of virtually every com- 
modity has gone up 100% in a decade 
pecause the cost of labor involved in 
the production and transport and dis- 
tribution of that product has gone up 
400% or more.” 

To bring out the smallness of even 
the “high” estimate of 10% of a year’s 
premium, the brief points out that it 
would be equivalent to only one-tenth 
of one percentage point in net return 
earned by the invested reserves of the 
life insurance affected. That is, a de- 
crease in yield from investments would 
raise costs to policyholders fully as much 
as the proposed liberalizations in com- 
pensation, while the cost of the latter 
would be at most no more than would 
be offset by-the next one-tenth of 1% 
of improved inteerst yield achieved by 
the companies 3 

At the same time, the brief expreses 
very positively the belief that an im- 
proved compensation setup would offset 
in whole or in part the cost of the 
improvement by cutting down agent 
turnover and improving the persistency 
of business. 


AT LAKE FOREST COLLEGE 





Midwest Version 
of C.L.U. Institute 
Will Be Launched 


The board of directors of American 
Society have completed plans for a 
second C.L.U. institute to be held at 
Lake Forest College, 30 miles north of 
Chicago in Lake Forest, Ill., July 21 
to Aug. 1. It will be a running mate of 
the institute which will be conducted 
again next summer at the University of 
Connecticut at Storrs, which will run 
from Aug. 4 through Aug. 15. 

Both the Lake Forest and the Storrs 
institutes will be split into individual 
sessions of one week each. A society 
member may attend both weeks or 
either week, but experience has shown 
that most who come for one week 
wind up staying for the full two weeks 
and two-week enrollments are strongly 
stressed because accommodations are 
dificult to change once they are set. 

The first week at Lake Forest will be 
devoted to the insurance, legal, account- 
ing and tax problems of the close cor- 
poration. The second week will concern 
itself with mass coverages. The first 
week will be a five and one-half day ses- 
sion and the second week run for four 
and one-half days. 

The Storrs institute curriculum the 
first week will concern the current in- 
surance, legal, accounting and tax prob- 
lems of the sole proprietor and partner- 
ship forms. The second week will be 
in the area of mass coverages. 

Institute fees have had to be raised 
moderately this year. The registration 
fee is now $20 and the enrollment fee 
per week $100. This applies to both the 
eastern and midwestern institutes and 
one man may enroll for both if he 
wishes, 


New York Insurers 
Found Alert in 
Test Air Raid 


NEW YORK — Home offices re- 
Ported that the test air raid drill spon- 
sored by the city’s civil defense officials 
Went off “quite smoothly” in so far as 
ts effect on company operations was 
concerned. 

» Every company has had test drills on 
Its own and the preparations paid off 
1 a8 minimum disruption of routine. 








For some this was the first time that 
tenants participated along with em- 
ployes. In a few buildings, passers-by 
from the city streets were taken into 
company corridors and basements as 
part of the city-wide plan. 

Metropolitan’s drill was covered by a 
contingent of newsreel and newspaper 
photographers. About 400 outsiders used 
the company’s basement. 

Mutual Life, apparently the only com- 
pany to move all its employes to its 
cellars instead of distributing them 
around various interior corridors, de- 
ployed its 3,000 employes and tenants 
in about 16 minutes. 

Companies have appointed wardens, 


guards, first aid men, with detailed 
plans for the evacuation of personnel. 
Arrangements include the prompt safe- 
guarding of money and securities and 
policy records. 


Mutual Benefit New Men 
Use Automatic Prospector 


Mutual Benefit Life’s leading first 
year agents were advised to use an 
automatic prospector to secure a con- 
tinual flow of new sales leads at a con- 
ference in New York City. 

A blank prospecting form is based on 
the information inserted in the applica- 
tion of policyholders for insurance. 





The agent is encouraged to use the 
names of the references, his ‘brothers, 
sisters and the attending physician. The 
form leaves space for obtaining the 
ages of the brothers and sisters, their 
names, jobs, marital status, and so 
forth. , ‘ 

There is also a provision for getting 
the names of his residence neighbors, 
their addresses, and for their remarks 
to qualify them as prospects. 

Also on the list of suggested names 
from which the agent is urged to qual- 
ify prospects are the officers of the firm 
where the applicant works, his business 
neighbors, his immediate supervisor, 


and the head of his department. 
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Tribute Paid to C. M. Cartwright by Long-Time Associate 


(CONTINUED FROM PAGE 3) 





simply prodigious worker. When I say 
this I do not exaggerate or overstate. 
He arrived at the office before 8 o’clock 
in the morning every day, year in and 
year out. He took about a half hour 
for lunch, and left at quarter to ¢five 
with his pockets full of galley proofs, 
which he read on the train going home 
to Evanston, Ill., where he lived during 
all of his business life. He caught the 
same train every morning and every 
night. He was extraordinarily regular 
in these habits. His neighbors used to 
say that they could set their watches by 
his comings and goings, and he was 
proud of this. 

For many years his social life was 
restricted because of the amount of work 
that he took home. He not only read 
galley proofs on the train, but did con- 
siderable editing at home during 
busy seasons. His editorship of THE 
NATIONAL UNDERWRITER came ahead of 
everything else, at all times. Not only 
that, but he expected everybody else 
to feel pretty much the same way about 
it. For at least 20 years I arrived at 
the office at the same time he did, we 
opened and sorted the mail together, 
and if I had complained about the early 
hours or the long hours, he would have 
been astonished. 


Relationship with W. S. Crawford 


C. M. Cartwright and William S. 
Crawford had a long and mutually stim- 
ulating business association. In many 
ways they complemented each other and 
between them brought added stature 
and importance to THe NATIONAL 
UNbeRwriTerR. Crawford was primarily 
a casualty and surety man, at least at 
the time he was associated with THE 
NationAL UNDERWRITER. He liked that 
side of the business and produced an 
excellent casualty and surety depart- 
ment each week. He was gaining great- 
er importance and ability than even he 
may have realized, and increasing the 
size of the casualty and surety section. 
He was in fact making it too large, con- 
sidering the over-all size of the paper. 
One day C.M. told him that he was 
overset. This stunned Crawford, who 
did not believe there was any such thing 


as being overset, providing the material 
included was good and of a high reader- 
ship value. 

From that time on he felt that his 
opportunity with THE NATIONAL UNDER- 
WRITER was limited, within a year went 
with the Insurance Field in Chicago, and 
from there to the editorship of the 
New York Journal of Commerce. He 
and Cartwright always admired each 
other. Cartwright commented favor- 
ably to me many times on the work 
Crawford was doing for the J. of C., and 
Crawford used to tell me on many occa- 
sions what a great paper Cartwright 
was producing each week. 


Middle West Background 


To have an understanding of C. M. 
Cartwright, it is necessary to know that 
he was by birth and experience a mid- 
westerner; a farm boy, born of Quaker 
parents, who spent his youth in rural 
Ohio, went to Princeton, and after that 
became a daily newspaper man in Chi- 
cago. But throughout his life he was 
essentially a product of the middle west. 
He never felt completely at home or 
relaxed and at ease when he was in 
New York or New England, Phila- 
delphia or Baltimore. The greater re- 
serve and dignity encountered in the 
east was not entirely to his liking. Chi- 
cago was the center of his world. It 
was comparatively late in his career be- 
fore he focused the proper attention 
upon the east. 





EASTERN TRIPS 


I have always felt that I was at least 
partly responsible for his realization of 
what could be done throughout the east 
in the way of news gathering, the writ- 
ing of comment articles, and getting in 
closer touch with the many important 
home offices that are in the big eastern 
centers. 

As a young man in the editorial de- 
partment at Chicago I was anxious to 
make a showing, and to attract greater 
attention to myself. With this in mind 
I persuaded C. M. to let me take a trip 





through the east for the purpose of in- 
terviewing any and all from whom 
might get material that would make in- 
teresting reading. To make my work a 
little easier, I took a Dictaphone with 
me. I made calls all day long, went to 
bed early each night, and then got up 
at 5 o’clock in the morning to dictate 
in my hotel room the material that I 
had gathered the day before. 

I averaged about six cylinders a day, 
and as a result flooded C. M. with mate- 
rial, mostly of a kind he had never had 
before. He did not realize how hard 
I was working or how unusual my prod- 
uct was in size, or that I was getting up 
every morning at 5 o’clock to turn out 
just as much as possible so as to impress 
him. Instead, he became convinced 
through what I sent to him, that the 
east was a gold mine from an insurance 
editor’s standpoint. After I took my 
second trip, which was very much like 
the first one, he decided that he would 
begin to make eastern trips. From that 
time on he kept in close, regular touch 
with the east, and established a larger 
eastern editorial staff. 


Reporter First and Foremost 


It is easy and pleasant to praise one 
who was so widely beloved as C. M. 
Cartwright, but did he not have, as an 
editor, some faults and shortcomings? 
If he did, then in order to get a really 
rounded picture of him, these should 
be mentioned. 

I do not hesitate to touch upon them, 
because that is the way he wrote about 
people himself. He did not believe that 
everyone was all good or all bad, all 
black or all white, but that everyone 
worth writing about had both faults and 
virtues, contrasts of character that were 
interesting and often puzzling. 

To begin with, he was more news- 
paper reporter than editor. By this I 
mean that he got his first training as 
a daily newspaper reporter on the old 
Chicago Inter-Ocean. For some years 
he edited a daily insurance column for 
that paper. When he began as editor of 
the Ohio Underwriter, it was a small, 
regional paper that published news 
items almost exclusively. So during all 
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of the early part of C.M.’s career, he 
was actually a mnews-gatherer even 
though carrying the title of editor. His 
keen sense of news-gathering remained 
with him all his life. As THE Nationay 
UNDERWRITER became larger and more 
important, it began to include more edj. 
torials and special articles on trends, de. 
velopments and probable future happen. 
ings. In other words, the paper grady- 
ally evolved into one providing a com- 
plete weekly mewspaper service, far 
beyond the mere publishing of a col 
lection of news items. 

I do not want to imply here that C, 4 
did not develop with the paper, because 
that is not true. He was in fact the one 
responsible for its evolution and expan- 
sion. But the point is that his greatest 
personal interest was always in the 
rounding up and publishing of news. At 
that he had no equal. 

It may seem strange to many for me 
to say that as a writer of longer pieces 
and of editorials, C. M. was inclined to 
repeat himself somewhat and hence to 
carry what he was writing to too great 
lengths. This could be taken to mean 
that in my opinion C.M. was not a 
great editor. That is not at all what 
I mean. Many writers use more words 
than they need, to convey their ideas 
but they are, nevertheless, great writers, 
The editor who is too concerned with 
an economy of language, who writes 
too succintly, is not because of that a 
good writer. C.M. had no trouble in 
making his meaning clear and his read. 
ers enjoyed what he wrote and felt it 
to be good. They were not bothered by 
its length. Repetition for emphasis and 
effect was one of the characteristics of 
much of what he wrote and said. 


Disliked Trainer Role 


Again, he was not oustanding as a 
trainer or educator of young reporters, 
Those who came to work for him had to 
learn from example rather than by en- 
lightening talks from him. He was too 
busy and too engrossed with what he 
was doing to take any amount of time 
out to train new men. In general, it can 
be said that if he decided that his new 
reporter was one who was, as he would 
have said, “all right,” then his way of 
training him was to push him along as 
rapidly as possible. He sent me to many 
conventions before I was qualified to 
cover them. He had me make talks of 
one kind or another before insurance 
gatherings when I did not have anything 
of interest or importance to say. He did 
the same thing with C. W. VanBeynum, 
now manager of the publicity depart- 
ment of the Travelers, who was one of 
C.M.’s right-hand men in Chicago for 
a number of years. He felt that report- 
ers learned by doing instead of by be 
ing told what to do. 

Perhaps the day of the insurance edi- 
tor typified by C. M. Cartwright has 
gone. In the past half century the in- 
surance business has changed and de 
veloped enormously. Of necessity, in 
surance journalism has changed with it. 
The one-man paper, the editor relying 
only on the strength of his personality, 
does not have an important place in to- 
day’s scheme of things. Cartwright and 
several of his contemporaries laid the 
groundwork for the service giving pa 
pers of today, most of which do not 
rely on any one man for their present 
or future success. 





TRUSTED BY ALL 





As a generalization it may be sai 
that any insurance editor who has rise 
to prominence and importance has ei 
joyed to a marked degree the confidenct 
of the insurance fraternity. Certal 
Cartwright did. Everyone who dealt 
with him knew that anything told 0 
him in confidence was kept confiden 
He betrayed no one’s faith in him. He 
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put profound admiration for the cour- 
age, fortitude and patience that he ex- 
hibited during his last difficult years? 
Extremely active during all of his work- 
ing life, he began to be slowed down 
about 1943 or so by reason of cataracts 
developing in both eyes. He had an 
operation performed on one eye, which 
was a failure, and so he lost the sight of 
that eye. After waiting for a year or 
more, the second operation was per- 
formed, and it too was a failure, result- 
jag in complete blindness. After that he 
was, of course, unable to continue any 
business activity. During the last two 
or three years his life was most re- 
stricted and his physical and mental 
powers waning. 

Showed Strength of Character 


It is the few years prior to 1947 dur- 
ing which I feel that he showed the 
greatest strength of character. His vi- 
sion was definitely declining. After a 
time he was not able to read anything 
that he dictated. He could not recog- 
nize those who came into his office ex- 
cept by the sound of their voices. He 
would approach someone’s desk in the 
ofice and have to be told that the per- 
son he thought he was talking to was 
not there. g e i 

The darkness was closing in on him, 
but he did not give up. He continued to 
make the rounds, not only of the offices 
in the Insurance Exchange building, but 
of all the buildings in the loop district 
of Chicago that housed insurance of- 
fees. Finally it became dangerous for 
him to be on the street, because he could 
not discern traffic. He gave up only 
when his life was actually in danger by 
reason of his being on the streets alone. 


No Self-Pity 

During all of this time no one ever 
heard him utter a word of complaint. 
He did not indulge in self-pity. He did 
not say as so many do; “Why did this 
happen to me? What have I ever done 
that such a thing should come upon 
me?” or anything of that kind. He never 
indicated that anyone should feel sorry 
for him or sympathetic of his condi- 
tion. He discouraged or cut off any 
talk of that kind. To the very end he 
did not permit himself to cry out against 
the cruel fate that shrouded his world 
in darkness during his last difficult, dis- 
mal: years. : 

Those with long memories may re- 
call H. E. Wright. He was a colorful 
personality, one of the best business 
producers THE NATIONAL UNDERWRITER 
ever had. He died in 1929, but in his 
day he was effective, widely known and 
wique. During an advertising inter- 
view he would, when he thought the 
tight moment had arrived, say sud- 
denly, “Let me ask you a question. Does 
C. M. Cartwright mean anything to 
this business?” The reply would usually 
be something like, “Why yes, he cer- 
tainly does.” Upon getting some such 
affirmative. answer, Wright would then 
say, “All right then, why don’t we fix 
this up?” For years Wright’s question, 
“Does C. M. Cartwright mean anything 
to this business?” was a household ex- 
pression among those of THE NATIONAL 
UNDERWRITER. 


Meant Much to Business 


To bring this discursive and I am 
afraid inadequate description to a close, 
I do not think it is inaccurate to say 
that C. M. Cartwright certainly did 
mean not just something but a great 
deal to the insurance business. He was 
a helpful constructive influence. When 
he finally laid down his pen for the last 
time he had the satisfaction of know- 
ing that his kind of editorship, his hon- 
ésty of purpose, and his unfailing in- 
tegrity had contributed importantly and 
Permanently to both insurance and in- 
surance journalism. 


Home Office Completed 


Final touches were added to the new 
home office building of Republic Na- 

mal Life at Dallas recently. The site 
for the building was acquired in May, 
, and construction was sufficiently 
advanced to allow occupancy by all de- 
Mattments early this year. 





Agree on Trusteeship of 2 
Jefferson Standard Trusts 


GREENSBORO, N. C. — Under a 
compromise agreement reached in litiga- 
tion in Guilford county superior court 
here, Security National Bank of Greens- 
boro is authorized to continue as a 
trustee in the control of 101,250 shares 
of stock in Jefferson Standard Life, 
valued at more than $4 million. 

The suit involved trusteeship of two 
$2 million trusts set up by the late Mrs. 
Ethel Clay Price, wife of the late Julian 
C. Price, for many years president of 
Jefferson Standard. The trusts each 
were composed of 50,625 shares of 
Jefferson Standard common stock. 

Prior to the compromise agreement, 
the co-trustees of the two funds were 
Mrs. Kathleen Price Bryan and Ralph 
C. Price, both children of Mrs. Price, 
and the Security National Bank. It had 
been provided under the will of Mrs. 
Price that the three co-trustees ad- 
minister one trust set up for the benefit 
of Ralph C. Price and his family and 
the other for Mrs. Bryan and her family. 

Under the agreement, Mr. and Mrs. 
Ralph C. Price and the bank will serve 
as trustees for the trust set up for ‘Ralph 
C. Price and his family, and Joseph M. 
Bryan, Mrs. Bryan and the bank as 


trustees of the trust set up for Mrs. New Committee Named to 


Bryan and her family. 

The suit originally was brought by 
the Security Bank in an effort to seek 
interpretation of the will, and Ralph C. 
Price, who last year protested his re- 
moval as president of Jefferson Stand- 
ard, contended that the bank should be 
disqualified as a trustee because Jef- 
ferson Standard owns 63% of the com- 
mon stock of Security Bank and that 
the bank could not act as an “inde- 
pendent and free trustee.” Mrs. Bryan, 
however, joined the bank as _plain- 
tiff in the case, asserting that the bank 
had acted as a “free and independent” 
trustee in administering the two trusts. 





Vane Advanced at Chicago 


Mutual Benefit Life has promoted 
Terence G. Vane to associate general 
agent of the Parsons agency at Chicago. 
He has been with Parsons for three 
years and led all.Mutual first-year men 
in his opening year. Formerly he was 
with Liberty Mutual in Chicago for 
eight years. He is a graduate of the 
University of Illinois. 





E. Robert McLellan, supervisor of 
agency finance for New England Mutual 
at Boston, became a fellow of the Life 
Office Management Assn. recently. 


Improve Minn. Agents Exams 


Commissioner Nelson has appointed a 


fifth and final committee of insurance 


men to study and improve the Minne- 
sota agents qualification system. The 
new committee is a coordinating com- 
mittee to study the reports of the life, 
A. & H., casualty and fire committees, 
to avoid overlapping of material and as- 
sure a coherent, well-defined program. 
The new committee consists of 22 mem- 
bers, practically all of them presidents 
of local or regional associations in the 
fire, casualty and life fields. 

It is expected that the new study 
manual which has been written by these 
committees will be off the press some 
time in December. It contains a great 
deal more information than the present 
question and answer book, which has 
been in use since 1945. The examinations 
will be strengthened to eliminate those 
who do not acquire the broader basic 
knowledge of insurance so necessary for 
good service to the insuring public. 





State Mutual Life has appointed Rick 
O’Shea group representative at Balti- 
more. He joined the group division in 
1949 and spent several months on D.B.L. 
solicitation at Buffalo. A year ago he 
went to Baltimore. 









Liberal Juvenile Contracts 













ard risk. 


With his complete line of liberal Juvenile contracts, the 
LNL representative can offer his prospects for Juvenile 
insurance the popular educational endowments, and Life, 
Retirement, and short term Endowment plans down to age 
one day. Full death benefits are provided from age one year. 
The parent retains control of the policy, and the popular 
Payor benefit may be added even if the parent is a substand- 


This complete line of liberal Juvenile contracts provides 
another reason for our proud claim that LVL is geared to 
help its field men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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The L.I.A.-A.L.C. Washington Office 


Life insurance fared very well during 
the recently ended congressional session 
and no small part of this success can 
be attributed to the establishment last 
year of on-the-spot capital representa- 
tion by Life Insurance Assn. of America 
and American Life Convention. 

The need for a full time office there, 
in addition to the main headquarters in 
New York and Chicago, became increas- 
ingly apparent as the impact of govern- 
ment on business grew during the ’30s 
and spread even more during the war. 

Since most other businesses were rep- 
resented, Congress, governmental agen- 
cies, and other organizations were 
accustomed to having readily accessible 
sources of information. Why shouldn’t 
the largest financial institution be near 
at hand, not hundreds of miles away? 
Nearly every day legislation was being 
debated or administrative regulations 
were being prepared that vitally affected 
its existence. 

So much more can be done in any 
situation when someone is present to 
see and sense what is currently going 
on and what is likely to occur. Con- 
gressional committees or governmental 
agencies can get answers by telephone 
to their life insurance questions. More 
elaborate inquiries are routed properly, 
immediately, to the people with the 
answers. Accredited representatives of 
life insurance are not strangers when 
they contact someone on a problem. 

The 1951 tax bill is an example of 
how well full-time Washington repre- 
sentation is working. Several harmful 
provisions of earlier versions of the 
bill, including a 20% withholding on 
dividends, were omitted in the final 
draft. The federal income tax applied 
to life companies is to a large extent 
what the business wanted, even though 
the new method of taxation has not 
been made permanent. Similar fine 
work was accomplished with the com- 
mittee on the economic report, with 


Does Life Insurance 


Sitting in on some of the give-and- 
take sessions of the L.I.AM.A. meeting 
one could see that a major problem of 
agency departments is to keep alive con- 
centration on the part of men in the 
field on selling. Part of the concern of 
the agency men is keeping general 
agents and managers from getting so 
bogged down in personnel management 
that they lose touch with the selling 
problem of their men. Apparently an 


the tax status of agents’ pensions, and 
valuable help was given to individual 
companies seeking to establish the so- 
cial security status of agents’ renewals. 

The willingness of the business to co- 
operate in the fight against inflation 
helped greatly in laying the ground- 
work for these achievements. Through 
its participation in the voluntary credit 
restraint program, by its fine response 
in converting a majority of its eligible 
holdings to the Treasury’s special issue 
of long-term, non-marketable bonds, by 
its channeling of loans to defense indus- 
tries, and in cooperating in the drawing 
up of a reasonable method of taxation, 
the business has taken a statesmanlike, 
understanding approach to national 
problems that enhances the acceptance 
of its views in Washington. 

At the same time, in the interests of 
policyholders, life insurance has had to 
oppose vigorously many legislative and 
administrative proposals. This task re- 
quires constant vigilance. The strategy 
and tactics of these fights against gov- 
ernment encroachments or harmful leg- 
islation are better planned if committees 
have the benefit of counsel with capital 
know-how. 

Grass-roots support, too, has con- 
tributed greatly to success in Washing- 
ton and will always be an essential 
factor. 

The L.I.A.-A.L.C. Washington office 
is a tribute to the boards of both organi- 
zations. The success of the plan for 
ending representation on a commuter 
basis depended greatly upon the choice 
of individual representatives selected. 
The job required eminent life insurance 
men qualified to represent a public trust 
business who, in addition, knew the 
politics, pressures, and mechanics of 
big government. Fortunately the busi- 
ness had such men in Eugene M. Thoré, 
general counsel of L.I.A., and Robert 
L. Hogg, executive vice-president of 
American Life Convention. 


Deemphasize Sales? 


ever-recurring difficulty with ordinary 
agents is their preoccupation with com- 
plex programming, tax and quasi-legal 
matters to the extent that they neglect 
devoting the necessary hours to actual 
selling. In the combination field, com- 
panies and managers have to wage a 
continuing fight to rid their men of a 
conception of themselves as_ salaried 
collectors alone and not salesmen. 
There is no denying that an agency 


head is also a personnel man on whom 
many details of office management, 
apart from sales, are thrust. It is true 
also that a legitimate function of the 
ordinary life man is as a counselor as 
well as a salesman and the same may 
be said of a debit man, who also is a 
counselor and a collector. L.I.A.M.A. 
has done much to bring agency man- 
agement to a point where a minimum 
amount of time is spent on the non- 
sales detail work. Obviously more work 
at all levels needs to be done in this 
direction and L.I.A.M.A. and other or- 
ganizations and companies are out to 
do it. 

However, this brings to mind some 
observations which a sales expert from 
outside the life insurance field made 
about life insurance selling to us. These 
remarks would seem to hint that at 
least some of the difficulty in keeping 
the business sales-oriented lies in the 
very nomenclature which the life insur- 
ance business applies to its operations. 
Perhaps words used to describe an op- 
eration seem like surface things, but 
words are the tools we think by and 
for many of us a rose by another name 
would not smell so sweet. 

This outlander salesman looking in 
observed that many insurance people 
seem to make every effort to pretend 
they are not in the business of selling, 
as if they were ashamed of being sales- 
men. This attitude, he observed, is not 
to be found in any other business. “Look 
at the words you use for describing 
your sales personnel,” he said. “The 
part of your companies devoted to sell- 
ing are almost never known as sales 
departments. They are usually known 
as ‘agency departments,’ which to you 
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may carry the sales connotation, but I | apd a 
doubt that it carries exactly the same | beet ¢ 
significance as if you called it.a sales | a i 
department.” He went on to Observe oie : 
that the pivotal title on the sales side | heen | 
of most American business is the “sales | y.M.C. 
manager,” used with adjectives describ. | Char 
ing his rank on the ladder. This sales | & Cas 
executive could not understand why the "ein 
heads of individual agencies do haye oi F 
something in their titles to indicate that | corpore 
they are directors of selling forces, commit 
Rather than to call a man a “manager,” Friend 
a “branch manager” or “general agent,” a 
or “superintendent” this outsider felt Teed 
that the local agency head should be | Relatio 
known as “sales manager.” In almost | Edwi 
any other business, a man who is dj- | ager Of 
recting a group of salesmen as his pri- ects 
mary function is known as a “sales his fifth 
manager,” plain and simple. This makes Jame: 
his title clear to those who work | secretar 
with him and to himself in case he | presider 
should get to the point where he for. svoaies 
gets what he is. T. Br 
This outsider continued his observa- | manage! 
tions in the pointing out with amaze. |a direc 
ment how many different titles the agent | °™™* 
who sells life insurance now bears, 
Many of these titles make the agent 
sound like anything but a salesman, 
he states. _— 
Now we know that in life insurance | MEL\ 
it has long been felt, and undoubtedly | presiden: 
with justification, that calling oneself a ieathy 


salesman may waken a prospect toa 
stronger resistance. Deception in nam- 
ing may also provoke resistance. The 
views of this sales executive from an- 
other business do emphasize the fact 
that “sales manager’ and “salesman” 
are terms seldom used in the life in- 
surance business. ‘ 








PERSONAL SIDE OF THE BUSINESS _ 








The marriage of Wilda ‘Rachel, daugh- 
ter of J. Edwin Larson, Florida com- 
missioner, to Leland J. Clowers took 
place in Trinity Methodist Church, Tal- 
lahasee, with many insurance notables 
in attendance. 

M. O. Allen, Tennessee insurance 
commissioner, who has been convalesc- 
ing at his home at Newport from a 
serious illness, has been placed in the 
Newport hospital. Friends believe he 
may be able to return to his office at 
Nashville about Jan. 1. 

John H. Campbell, manager for Prov- 
ident L. & A. at Chicago, was married 
to the former Esther Halleman of Glen 
Ellyn, : 

E. J. Faulkner, president of the Wood- 
men Accident companies, Lincoln has 


‘been renamed chairman of the Lincoln 


(Neb.) city planning commission. 
Guillermo Gomez Costelazo, vice- 
president in charge of the life depart- 
ment of La Comercial, Mexico City in- 
surance company, has been in the 
United States visiting life companies 


and associations. These ractaded Ne 
tional Assn. of Life Underwriters, Met- 
ropolitan and Home Life of New ¥ 
and L.I.A.M.A. headquarters at Hai 
ford. He attended the recent L.LA.MA. 
annual meeting at Chicago. La Comer 
cial has been active in the life field o} 
since 1943 and now has some 225 
lion pesos in force. Mr. Gomez expects 
the company to be over the 300 million 
pesos mark by the year-end. : 


Dudley B. Martin, director of press 
relations of Institute of Life Insur- 
ance, attended some of the sessions at 
the annual meeting in Detroit of Sigma 
Delta Chi, national journalistic frater- 
nity. 

Among those attending the conven 
tion of Public Relations Society 
America at the Edgewater Beach hotel, 
Chicago, last week were J. W. Tierney 
of Travelers; Stanley Withe of Aetna 
Life and Richard Waters of John Han- 
cock Mutual. 

Samuel Goldfarb, district manager of 
Massachusetts Mutual at Jackson, Mich, 
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— 
gnd active in association affairs, has 
chosen by the Optimist Club there 
as “the man who has done most work 
for boys.” He was presented a certi- 
fcate attesting to his activities. He has 
peen especially in Boy Scout work, 
y.M.C.A. and other boy programs. 

Charles R. Mathews, agent for Life 
& Casualty, has been reelected city 
treasurer of Camilla, Ga. 

ohn R. Gosnell, assistant treasurer of 
Paul ‘Revere Life, has been elected a 
corporator and named to the finance 
committee of the Worcester Children’s 
Friend Society. 

Evelyn Shuler, director of public in- 
formation of Penn Mutual, has been 
elected to the board of American Public 
Relations Assn. 

Edwin P. Leader, advertising man- 
ager of Bankers Life of Iowa, has been 
reelected president of the Better Busi- 
ness Bureau of Des Moines. He is in 
his fifth year as a director of the bureau. 

James B. Slimmon, vice-president and 
secretary of Aetna Life, has been elected 
president of Hartford Hospital. He has 
been a director and a member of the 
executive Committee. 

T, Braxton Horsley, Life of Virginia 
manager at Richmond, has been named 
a director of Richmond chamber of 


___DEATHS 


MELVILLE R. GOODERHAM, 74, 
president of Manufacturers Life, passed 
away in a Toronto hospital after a 
lengthy illness. Mr. Gooderham had 

















M. R. GOODERHAM 


been vice-president and general counsel 
until 1935, when he was elected presi- 
dent. He had been a member of the bar 
smce 1900 and king’s counsel since 
1928. He served in the first world 
war, 

A. M. CHENEY, director and vice- 
president of Pacific National Life, died 
ina Salt Lake hospital following a brief 
illness. He was one of the organizers of 
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March 17-19, Small companies spring 

conference o L.1.A.M.A., 

= Hotel, Chicago. ssiuceiaitaal 

lay 12-14, large companies spring con- 
ce of L.I.A.M.A., the reenbrier, 

White Sulphur Springs, W. Va. r 


May 26-28. H. & A. Underwriters Con- 





Assn. of 
Waldorf- 


{erence annual, Cosmopolitan hotel, Den- 
June 4, Fraternal Actuarial Assn 
Edgewater Beach Hotel, Chicago. * 


’ 





Pacific National and had been general 
counsel since its inception. He was 
senior member of the law firm of 
Cheney, Marr, Wilkins & Cannon. He 
was graduated from Georgetown Uni- 
versity in 1909 and had wide experi- 
ence in corporation and insurance law. 

WILLIAM E. ANDERSON, 282, 
agent for Phoenix Mutual Life at St. 





WILLIAM E. ANDERSON 


Louis for 60 years, died at the Ever- 
green nursing home at St. Louis. He 
had retired two years ago. He was a 
past president of St. Louis Life Under- 
writers Assn. 

DR. CHARLES M. BEALL, 74, as- 
sociate medical director of Acacia Mu- 
tual, died from leukemia after a long 
illness at Washington, D. C. 


E. RADFORD MITCHELL, 59, Seattle 
agent of Northern Life of Seattle, died. 
He was a member of the Million Dollar 
Round Table. 








Insurance in Force 
Total of U. S. Shown 
by Policy Plans 


Total insurance in force in the U. S. 
according to policy plan at Dec. 31, 1950, 
is shown in the following table pre- 
pared by Institute of Life Insurance. 





Ordinary 
‘Policies or 
Certif- 
Plan of icates Amount 
Insurance Million Billion 
Straight Life ............ 18 $ 55 
Limited Payment ....... 24 37 
Endowment ...........-- 15 22 
Retirement Income ..... 2 9 
Régular :Ternt.. 2. cee esc 2 7 
Family Income, Other 
Combination Policies... 3 17 
Extended Term, Reduced 
Paid-up, etc. ...... Prieaa 2 3 
TROIAL clus cviac's ciceis cat 66 $150 
Group 
Million Billion 
1 RENE A AL Ape 28 $ 50 
FUE FIERO iio o's cedars cccssds ba 
GUO v6 sos Sitke 6 eventos 28 $ 51 
Industrial 
Million Billion 
Straight Life ............ 19 $ 5 
Limited Payment ........ 57 21 
Endowment ............. 20 6 
ATE OURGE i hcieccceucecs 12 1 
ROSRY 6k Sie eas cute de 108 $ 33 
Total 
‘ Million Billion 
Straight Life ............ 37 $ 60 
Limited Payment ........ 81 58 
Endowment ............. 35 28 
Retirement Income ..... 2 9 
Group Term ............ 28 50 
Regular Term .......... 7 
Family Income, Other 
Combination ‘Policies... 3 17 
ATE CR GR oils doe eecee's 14 5 
Total ..... RP EE eye 202 $234 


*Less than 500,000 certificates. 





Life & Casualty has appointed B. G. 
Ford superintendent at Richmond, Va. 
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President Charles E. Cleeton and 
Managing Director B. N. Woodson of 
National Assn. of Life Underwriters, 
located at Los Angeles and New York 
City, respectively, are not unduly ham- 
pered by the fact that most of the United 
States lies between them. By the use 
of Audograph recording equipment they 
record their long-distance phone con- 
versations, thereby making them avail- 
able for play-back and obviating the 
necessity for taking notes. 

For communication where speed is 
not so much vital, they say what they 
have to say on Audograph discs and air- 
mail them to each other. This has the 
advantage of conveying not only the 
speaker’s words but his intonation as 
well, thereby making for rapid and in- 
formal communication. Much better 
than letters for most purposes. Saves 
time too, because a disc needn’t wait to 
be transcribed. For example, Mr. Clee- 
ton can dictate a message today, gets 
it into the mail at once—and early mail- 
ing is important—Mr. Woodson gets it 
tomorrow and a reply is back in Los 
Angeles next day for Mr. Cleeton to 
listen to. 


Sun Life Outrides Apollo 


One way to get a real international 
view of life insurance is to pick up 
Agency News, published by Sun Life of 
Canada. There one finds stories about 
and by Canadians, Americans, Britons, 
Indians, South Africans, Puerto Ricans 
Cubans, Guianans, Filipinos and others. 
In this agency organ when they talk 
about the eastern division they are talk- 
ing about their men who sell insurance 
in Colombo, Hong Kong and Bombay. 
On the page devoted to the southern 
division they are speaking of the men 
who lead in Johannesburg, Durban, the 
British West Indies and Havana. The 
Sun obviously never sets on the Sun 
Life of Canada. 








"Millionaire" Advertisers 


Three life companies and the Institute 
of Life Insurance are listed in Printers’ 
Ink’s roster of 222 “millionaire” adver- 
tisers. The list includes all advertisers 
who spent at least a million dollars in 
any year 1936-1950, inclusive, but all of 
the insurance companies listed and the 
institute spent at least $1 million each 
in 1950. The “millionaire” insurance 
advertisers are as follows, the first 
amount for each being the 1950 total 


and the second the 15-year total: Pru- 
dential, $2,290,036 and $20,596,073; Met- 
ropolitan Life, $1,602,293 and $17,544,- 
474; Institute of Life Insurance, $1,- 
477,257 and $7,887,821; Equitable Soci- 
ety, $1,215,742 and $5,929,889. 





That Ill Wind Again 


Retailers and producers of consumer 
goods are reported to be worrying about 
a buying slump due to increased savings 
on the part of the public. However, 
it is a tendency that is good news for 
life insurance. It may well have had an 
important part in making October the 
best month of the year in sales of 
ordinary life insurance and 11% ahcad 
of October, 1950. 

The estimated saving of 10% of net 
national income is believed by eco- 
nomists to be helping to stabilize the 
economy by checking inflation and per- 
haps even lowering some prices a 
little. 





Wants More Control of Reserves 


Greater control—by the federal gov- 
ernment, apparently—was suggested by 
Robert Nathan in a recent radio talk 
over station WINX, Washington, D. C., 
and the Labor network. 

Most of Mr. Nathan’s talk dealt with 
general life insurance operations but 
toward the end he stated that “the mat- 
ter of the reserves is really disturbing.” 

“Today, the life insurance companies 
of America have reserves of about $55 
billion. Those companies own control 
over this whole economy of ours,” he 
said. “The real question, and I think 
this is a serious question, is whether or 
not some kind of greater control over 
the use of money by insurance com- 
panies may not be justified. é 

“I’m not talking about socialization 
or government ownership of all insur- 
ance. But when a group of companies, 
not many in number, begin to control as 
much as $55 billion in mortgages, in 
investments, in securities, which has a 
tremendous effect on the economy, the 
question as to whether or not some 
control over the use of those funds 
might not be justified. 

“Now, here we have a tremendously 
big industry, an important one, in which 
each one of us has a stake and a very, 
very great interest, and I think we 
ought to understand more about it, and 
I hope that these few figures may have 
been of interest to all of you.” 





LIFE 


ALFRED MACARTHUR 
Chairman of the Board 





entral 1, ae ae 


INSURANCE COMPANY 
211 W. Wacker Drive 
CHICAGO 


All forms of 
LIFE—INCLUDING GROUP—A & H 
Expanding . . . Agency Opportunities 





WILBUR M. JOHNSON 
President 














UNDERWRITER 














14 FieNATIONAL 

Chambersburg, Pa., which is the 
NPA Delays New Home Sithelece of Tenens Sateen 15th 
Office for Central of Iowa president of the United States. The 


Plans of Central Life of Iowa to con- 
struct a $2,250,000 home office building 
in Des Moines have been temporarily 
delayed pending approval of the na- 
tional production authority. The com- 
pany originally had obtained approval of 
the state executive council to spend $8 
million out of its reserve funds for a 
new building. 

NPA officials, in disapproving the 
application, pointed out that denial of 
the project for the fourth quarter did 
not constitute final denial, but merely 
a deferral of the project. 





Baltimore Honors Cities 


Baltimore Life as a part of its public 
relations program is saluting the towns 
in which it has agencies. The company 
institutes a one-month program in the 
town selected and arranges a series of 
promotions, including newspaper and 
radio advertising, window displays and 
direct mail inserts, which trace the his- 
tory of the town and stress the points 
of civic pride. Most recently featured 





G. W. Weatzel’s 30th 


‘District Manager George W. Weitzel, veteran Ohio National 
career life underwriter and a charter member of The Geo. 
Wade Agency of Harrisburg, Pennsylvania, has held his own 
among this Company’s leading personal producers for thirty 
years. Joining our field force in 1921, he has compiled a record 
of which any life insurance man could be proud. Besides main- 
taining membership in our App-A-Week Club for the past ten 
consecutive years, Mr. Weitzel has consistently earned the Na- 
tional Quality Award and has been a “regular” on Ohio Na- 
tional Honor Club rosters for several decades. 


TeV UO NATION 


LIFE INSURANCE COMPANY, Cincinnati, Ohio 





campaign centered around his log-cabin 
birthplace. 


Beneficial Standard Life 
to Have $1 Million Capital 


Beneficial Standard Life of Los An- 
geles has been authorized by Commis- 
sioner Maloney to issue additional 
shares of stock which will give it a 
paid-in capital of $1 million, represented 
by 100,000 shares with a par value of 
$10. Its capital at the first of this year 
was $302,809 and surplus $3,290,022. 

The permit provides for a change of 
the present structure of preferred and 
common stock to one class of stock. 
The preferred stock is to be called and 
retired, and with the present common 
stock to be exchanged for the new 
shares. 





Duplicate Documents Office 


Union Central Life has purchased a 
building site at Hillsboro, O., and plans 
to construct a branch office there which 


TWO ANNIVERSARIES 


Our 41st 


G. W. WEITZEL 
Camp Hill, 
Pennsylvania 













will store six million duplicate vital 
records and documents. Original copies 
will be stored rather than microfilm 
reproductions to eliminate possible dif- 
ficulties in proving ownership. 


Minnesota Mutual Plans 
New Home Office Building 


Minnesota Mutual Life has purchased 
the east half of Victory Square in St. 
Paul as a site for a new home office 
building. The prospective move is ne- 
cessitated by the growth of the com- 
pany which has increased its insurance 
in force from $145 million to over $810 
million since 1927. 








Hancock Presents Statue 


The city of .Quincy, Mass., received 
its first statue today of a native son, 
John Hancock. The five foot high 800 
pound bronze bust was given by John 
Hancock Mutual Life to Thomas S. 
Burgin, mayor of Quincy. Formerly 
it was over the entrance of the old 
John Hancock building, but now stands 
in front of Adams Academy, birthplace 
of John Hancock. 


‘Montreal Plans New Building 


Montreal Life has purchased a new 
home office building site in Montreal. 
Present plans call for the building to 
be erected within two years. It is to 
be a modern, five-story structure with 
the provision to permit the addition of 
at least five more stories at a later date. 








Reinsures Western Union 


Great Lakes Mutual Life of Detroit 
has taken over Western’ Union Mutual 
of Detroit. An order issued by the Ing- 
ham county circuit court ended the re- 
ceivership of several weeks which had 
been placed upon Western Union by the 
Michigan department of insurance 

Western Union, an industrial com- 
pany, has $1 million in force. Great 
Lakes is taking over the agency force. 


Fidelity Mut. 25-Year Club Meets 

There were 86 members of the 25- 
Year Club of Fidelity Mutua! attending 
the annual dinner meeting at Philadel- 
phia. Officers elected are: John D. 
Hicks, president; Carl E. Beck, vice- 
president; Margaret McCalla, secretary- 
treasurer. 


Policyholders National Life of Sioux 
Falls has just entered Oklahoma with 
J. W. Eastman of Tulsa named general 
agent. 


COMPANY MEN 


Canada Life Names Adams 
Assistant to President 


Canada Life has appointed W. J. 
Adams assistant to the president and 
secretary. He has 
been with Canada 
Life since 1925. He 

















was president of 
Life Office .Man- 
agement Assn. in 


1949-50 and has 
just completed a 
term as president 
of Life Insurance 
Institute of Can- 
ada. 

Mr. Adams qual- 
ified as a fellow 
of Society of 





Actuaries (then 
Actuarial Society) ‘W. J. Adams 
in 1936. In 1939 the was appoint- 


ed mathematician, in 1941 comptroller, 
in 1943 associate secretary and comp- 
troller and since 1946 has been secre- 
tary. 


Dr. Van W. Gunter has been appoint- 
ed assistant medical director of Acacia 
Mutual. He joined Acacia in 1950 after 
private practice in Sanford, N. C. 











Parker Promoted by 
Commonwealth Life 


Commonwealth Life has elected 
Homer D. Parker agency vice-president 
for the industrial 
department. Mr 
Parker has been di- 
rector of agencies, 

He joined the 
company in 1935 as 
a debit agent at 
Pineville, Ky. and 
two years later he 
was named district 
manager there. In 
1943 he was ap. 
pointed district 
manager at Lex. 
ington, and in 1948 
he was moved to 
the home office as 





H. D. Parker 


director of agencies. 





Law Teacher Joins Lincoln 


James R. Barron has been named 
assistant counsel for Lincoln National 
Life. Mr. Barron has been assistant 
professor of law at the University of: 
Kansas for two years, teaching insure 
ance law. He has spent the past year 
at Columbia University on a fellowship, 





Name Van Cleve Ia. Actuary 


Marvin Van Cleve, assistant actuary 
of American Mutual Life, has been ap- 
pointed actuary of the Iowa depart. 
ment. He succeeds Floyd Bash who 
has joined Farmers & Bankers of 
Wichita. Larry Klinger has been named 
rating supervisor for the Iowa depart- 
ment. 





Named Assistant Treasurer 


John R. Gosnell has been appointed 
assistant treasurer of the Massachusetts 
Protective Association and Paul Re- 
vere Life. Mr. Gosnell has been with 
the companies since 1946. He is a grad- 
uate of Brown university and a war vet- 
eran. 





Shoemaker Agency Secretary 


Fred J. Shoemaker has been appointed 
agency department secretary for North 
Central Life. He will direct sales pro- 
motion and training activities for the 
company. He has been active in the 
A. & H. field since 1944. 


William F. Nicholson has. been ap- 
pointed group representative at Phila- 
delphia for Mutual Benefit H. & A. and 
United Benefit Life. He has been field 
supervisor on brokerage accounts for 
those companies at Philadelphia. He 
started in 1943 as an ordinary agent of 
Prudential and later became assistant 
manager. 





Gertrude Swanson has resigned as 
assistant vice-president of North Amer- 
ican Life & Casualty, with which she 
thas been associated since 1918. 








Starr Named Fla. Deputy, 
Heads Miami Operations 


Richard L. Starr, formerly vice-pres 
ident of the Branning agency at Miam, 
has been appointed deputy commis 
sioner of Florida in charge of the Miamt 
office. ‘ 

Mr. Starr started in insurance in 1924 
at the home office of National Fire 
later serving with Aetna Casualty | 
Employers Liability. In 1935 he joined 
the Stembler-Adams-Frazier agency a 
Miami. He is a navy veteran. 
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Starts Using New Building 
Provident Life & Accident has octt 
pied the 5th and top floor of its neW 
office building at Chattanooga, 
other floors will be occupied as soon a 
completed. The old building, as soon 
personnel can be transferred to the new 
building, will be remodeled. 
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LIFE AGENCY CHANGES 





National Life Opens 
First Broker Office 


The first brokerage general agent has 
heen appointed by National Life of 
Vermont. H. F. Johnson, the new gen- 
eal agent, has opened the second agen- 
cy in Chicago for National Life at 208 
South La Salle street. : 

He joined the Chicago agency six 
years ago and has been brokerage man- 
wer. His unit led all National Life 
agencies in new premiums in 1950. Be- 
fore joining National Life, he was a 
representative of Flitcraft Co., insurance 
publishers, for more than 10 years. 





Penn Mutual Names Hagen 
General Agent at Spokane 


Penn Mutual Life has appointed Wil- 
fam D. Hagen general agent at Spo- 
kane, Wash., to 
succeed Clark P. 
Erwin, who returns 
to personal pro- 
duction. 

Mr. Hagen at- 
tended the Univer- 
sity of Southern 
California and San 
Diego State col- 
lege. Before join- 
ing the company at 
San Diego, he was 
in the construction 
department of a 
motion picture 
company. Mr. Ha- 
gen is a former director of the San 
Diego Assn. of Life Underwriters. He 
isa war veteran. 


Minneapolis Supervisor 
Heads Pakistan Operation 


Chester L. Hagander, Minneapolis su- 
pervisor of Lincoln National, has been 
named manager for American Life at 
Karachi, Pakistan. This company, 
owned by C. V. Starr & Co., is one of 
a dozen in operation there. Six are 
British companies, the others are Indian 
or Pakistani. This is part of the Amer- 
ian International Underwriters over- 
seas operation. 

Mr. Hagander had been with Lincoln 
National since 1948 and was Minneapolis 
supervisor for the past year. He spent 
13 years in the home office of Lutheran 
Brotherhood in accounting, claims, ac- 
tuarial and supervisory capacities. 
isa veteran of the last war. 





William D. Hagen 





Rea Northern Cal. Manager 


|Walter L. Rea, who has been_man- 
er at Oakland, Cal., for Jefferson 






arren E. Ogden, who has been man- 
er at San Francisco, goes to Oakland 
district manager under Mr. Rea. 





cidental Appoints Four 





Named District Manager 


Preston L. Fite has been appointed 
ct manager of Union Central Life 
Sacramento, Cal. A former engineer, 
entered life insurance with that 
Pany in 1946. 

Jon W. Munro, manager in northern 
ornia plans to name district man- 
$s also at Fresno and San Jose. 


Cannon Pittsburgh General 
Agent of Mass. Mutual 


Massachusetts Mutual has appointed 
J. Donald Cannon general agent at 
Pittsburgh. He 
succeeds Charles 
W. Hall, who re- 
cently resigned to 
devote his time to 
personal sales and 
service work at 
Orlando, Fla. 

Mr. Cannon has 
been _ Pittsburgh 
district group man- 
ager since 1949 and 
has been in Life 
insurance since 
1933. He is a grad- 
uate of the L.IL.A-  g, 
M.A. management 
school and an army veteran. 

He was aonored at a reception at 
Pittsburgh by business associates and 
other insurance men. The home office 
was represented by Douglas N. Ellis, 
Superintendent of agencies, and George 
W. Steinbach, director of group sales. 


Harold Cannon 





Goldsbury General Agent 


Christopher Goldsbury, manager of 
New England Mutual at San Antonio 
since September, 1950, has been ad- 
vanced to general agent. 

An alumnus of Princeton, Mr. Golds- 
bury has been with New England since 
1939, and has been a leader in both 
sales and supervisory work. He went to 
San Antonio in 1946 after army air 
force service in the Pacific. 


Bailey Goes to Mass. Mutual 

John W. Bailey has joined the Reul- 
ing & Williamson agency of Massachu- 
setts Mutual at Peoria as supervisor. 
Mr. Bailey has been in the business for 
13 years at Galesburg, where he has rep- 
resented the Peoria agency of Connecti- 
cut Mutual Life. Mr. Bailey is current- 
ly president of the Galesburg Assn. of 
Life Underwriters and chairman .of the 
Illinois Round Table. 


Einstein Plans Retirement 

With the retirement of Lester Ein- 
stein at the end of the year, the Einstein, 
Salinger & Wayne agency of Mutual 
Benefit Life at New York City will be 
known as the Salinger & Wayne agency. 
Mr. Einstein joined the company in 1937 
in New York City. In 1940, he was ap- 
pointed géneral agent. He entered the 
business in 1934. 





McQuillin Goes to Dallas 

J. A. McQuillin has been named 
southwest group supervisor for Life of 
Virginia at Dallas. He has been with 
the company since 1922 and has man- 
aged districts at Shreveport, Baton 
Rouge, La., Birmingham and New Or- 
leans. He became traveling inspector in 
1942 and early this year was trans- 
ferred to the group division. 





Robert A. Campbell has been ap- 
pointed general agent for Franklin Life 
at Indianapolis. He has been with Mu- 
tual Benefit Life since 1945 as agent 
and supervisor. 


Jack Rees has been appointed Day- 
tona Beach manager for Jefferson 
Standard. He succeeeds John Boyce, 
who has been transferred to Galveston. 
Mr. Rees has been in the business 29 
years at Greensboro, Savannah and 
Jacksonville. 














Named Assistant Treasurer 

John R. Gosnell has been appointed 
assistant treasurer of the Massachusetts 
Protective Association and Paul Re- 
vere Life. Mr. Gosnell has been with 
the companies since 1946. He is a grad- 
uate of Brown university and a war vet- 
eran. 
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Home Office: 
Newark, N. J. 


Prudential security plans sell because they serve 





Jack O’Keefe says, “I thought $10,000 of life insurance was out of the question for 
me. I was just getting started in the roofing business.” 


But Jack’s Prudential man told him about the “Modified 5” plan. He showed Jack 
that, during the first five years, his premiums would be 50% less than in later years 
—that even the higher 6th year premium would be less than the rate for most par- 
ticipating Whole Life policies at the attained age. At age 28 this valuable protec- 
tion costs Jack $10.90 a month during the first five years—only $21.80 a month after 
that. Dividends will reduce these costs further. 


The “Mod 5” is just as good a buy at other ages too. It’s easy to sell because your 
prospects can afford it now. 


The above facts are based on an actual case, 
but of course true identities are not given. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


Western Home Office: 
Los Angeles, Calif. 


Canadian Head Office: 
Toronto, Ont. 
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ing has been able to capitalize on them, 
or to circumvent them if they loomed as 
obstacles in his path. He added that, 
although the agent himself has changed, 
there are still many unchanged basic 
needs for success that the agent must 
strive to meet. An intimate knowledge 
of the business, constant training, pick- 
ing the right market, a capacity to get 
along with people, and the ability to 
keep at the job were included among 
these basic needs. 

To satisfy the most important need of 
today, Mr. Moorhead stressed that the 
agent must do his part to help maintain 
the framework within which his services 
can be successfully offered and accepted. 





Active Anderson Group 


An example of the kind of job that 
some local agents’ associations are do- 
ing in building up their membership is 
provided by Anderson, Ind. This or- 
ganization has doubled its membership 
since last July. At the recent meeting 
of Indiana State Assn. of life Under- 
writers, 45 new membership applica- 
tions from Anderson were presented 
by James Donnelly, Monarch Life, pres- 
ident of the Anderson association, to 
Hastings Smith, general agent for New 
England Mutual at Indianapolis, who is 
state association vice-president in charge 
of membership in northern Indiana. 


Knowland at Cal. Mid-Year 


The first mid-year meeting of Cali- 
fornia Assn. of Life Underwriters at 
Bakersfield, Dec. 14, with a meeting of 
the past presidents council and social 
session to follow Dec. 15, will have as 
its principal speaker U. S. Senator 





recommended programs suited to their 
particular interests. It warned, how- 
ever, that increased membership would 
call for an executive secretary “who 
would require revenue over and above 
that which can be realized through 
membership dues.” Publication of a 
membership roster as a source of in- 
come was suggested by William J. Link 
of Prudential, committee chairman. 





N. J. Business Seminars 


The New Jersey Assn. of Life Un- 
derwriters will conduct a business life 
insurance seminar Dec. 6 at the home 
office of Mutual Benefit Life at Newark. 
Louis A. Manza, division supervisor for 
Metropolitan, will conduct a question 
and answer period following the seminar. 


Indiana Assn. Elects Smith 


Dewey Smith, Prudential, Evansville, 
has been elected vice-president of the 
Indiana association to fill out the un- 
expired term of Walter F. Lockwood, 
Penn Mutual, Evansville, who died in 
September. Mr. Smith will have charge 
of membership in the southern half of 
the state. 





Merritt on Ind. Caravan Card 


Francis L. Merritt, vice-president and 
agency director of Central Life of Iowa, 
is the first speaker to be announced 
for the Indiana Assn. of Life Under- 
writers caravan sales congress in March 
at Evansville, Indianapolis, and South 
Bend. 





New York City—David B. Fluegelman, 
Northwestern Mutual, New York City, 
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are Pacific Mutual’s complete personal protection plans. 
One reason—ACCIDENT & SICKNESS DISABILITY INCOME stirs 
the professional pride of the career agent. 
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LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only threugh General Agencies 
located in 40 states and the District of Columbia 
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closing the sales presentation at Browns- 


Virginia Life Insurance & Trust Coun- 
ceil. 

Dubuque, Ia.—Newell C. Day, Daven- 
port general agent for Equitable Life of 
Iowa, declared that life insurance is 
the only weapon left in the average 
man’s fight for security. Mr. Day, state 
committeeman for the Iowa association, 
said that success of the life insurance 
industry nationally is measured by the 
success at the local level. 

Laneaster, S. C.—J. E. Ogburn, Rock 
Hill, S. C., associate manager of Life 
of Virginia, spoke. 

Jacksonville, Fla.—Insurance Commis- 
sioner Larson spoke on the history and 
growth of life insurance. 

Beloit, Wis.—Members of the Rock 
County association were urged to adopt 
estate planning as a community project 
by Franklin Van Sant, general agent at 
Madison of National Guardian Life. 
Pointing out that “it is imperative for 
any practical-minded, thinking person to 
do a careful job of estate planning for 
his own and his family’s sake,’ Mr. Van 
Sant advocated publicizing the idea and 
outlining the many advantages to be 
gained. Some of the recent changes in 
the revenue act, beneficial to the estate 
planner, were also discussed. 

Because no one individual, in his esti- 
mation, has all of the necessary back- 
ground and training to do an adequate 
job, Mr. Van Sant refers his cases to a 
panel of specialists, consisting of an ac- 
tuary, an accountant, an attorney and an 
investment counsel. 

Bluefield, W. Va.—LeRoy L. Osborne, 
Charleston, W. Va., manager of Com- 
monwealth Life, spoke on “I Knew Him 
Well.” 


Fort Worth, Tex.—A panel study on 
social security as amended and National 


Service life insurance was presented be-' 


fore Fort Worth Real Assn. 

The panel included Eddie Dyer, South- 
land Life, chairman; Gail Dixon, Pru- 
dential, president of the Fort Worth 
association. Russell Pearson, Minnesota 
Mutual, and David Ashley, Northwestern 
National. 

Stockton, Cal.—Frank W. Bland, Pa- 
cific Coast manager of the National Un- 
derwriter Co., will speak Dec. 14 on 
agency problems of the present day and 
methods to meet economic conditions 
now prevailing. 

Oklahoma City—The L.U.T.C. class 
conducted by Minor Smith, Phoenix Mu- 
tual, has an enrollment of 26. Francis 
P. Mulkey, general agent of Phoenix 
Mutual, has been elected president of 
the class; Howard Estes, General Ameri- 
can, vice-president; Mrs. Esther Wray, 
Kansas City Life, secretary. 


District of Columbia— Benjamin N. 
Woodson, managing director of the Na- 
tional association, will speak on “Power 
Selling’ Dec. 6 at the National Press 
Club. Bruce Palmer, executive vice- 
president of Mutual Benefit Life, will 
speak at the Jan. 30 meeting. 


Pittsburgh—Myron E. Millbauer, man- 
ager of the social security office at New 
Castle, Pa., will discuss social security 
there Dec. 6. On the same day, Harry W. 
Welton, assistant manager for Connecti- 
cut General Life at Pittsburgh, will talk 
on objectives of the agent and the client 
at Butler. Robert J. Harrison, Equitable 
Life of Iowa, Pittsburgh, will speak on 


nounced by Roy M. Christiansen, super.§ Aetna - 
intendent of agents, at the company’s 
inter-mountain sales convention at § 
Lake City recently. ‘Representatives 
from seven western states attended the 
convention. 7 

Home office executives present were 
Charles H. Leber, president; D, J, 
Christenson, executive vice-president: 
M. G. Brookshire, secretary; G. P, Os. 
terday, underwriting manager; Fred 
Fisher, loan manager; H. A. Thorsvig 
sales manager, and D. D. Hyer, board 
member. 

Another _ sales 
scheduled for Salem, Ore., 
Dec. 1. 


Guardian Holds Second Mee! 


Guardian Life held its second meeting 
on new organization for 19 managers 
and supervisors at New York City re 
cently. The meeting was conducted by]. 
Agency Vice-president Frank F. Weid- 
enborner, Agency Director Edwin J. 
Phelps, and Director of Training Pau! 
E. Van Horn. The first meeting in 
Chicago was attended by 22 managers 


and supervisors. t Benes 
Continue Ohio I.W.O. Case 


The case of International Workers 
Order, which was to have been heard 
by the Ohio department Nov. 20, hag 
been postponed to Jan. 15 at the rey 
quest of attorneys, who desire to watt 
until a decision has been handed down 
fin the New York courts. 
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POLICIES 


Penn Mutual Boosts Scale 





__ AGENCY NEWS 


h, will dis. Earls Agency Wins Contest 
neiples at | for October Production for CSO-Based Policies 


Rogergon, | H. Bruce Palmer, executive vice-pres- Penn Mutual has adopted an increased 
member jdent of Mutual Benefit Life, visited scale of dividends for CSO policies. 
Table, ad.| Cincinnati to honor the William T. For American Experience-based poli- 
‘s. oe Earls, agency there as winner of the cies the 1952 scale will be the same as 
cbeneaaa “duel contest” in which the company’s 1951, Under the new dividend scale, 

—— top agencies throughout the nation ordinary life dividends will be increased 
pea were pitted against each other. The from $0.42 at age 5, to $0.81 at 35 to 
ee: a the agency s October production was more $2.65 at 65. The 20-payment life range 
inflationary | than $3 million to put it in first place. is from $0.51 at age 5, to $0.79 at 35 to 
lity of the | Leaders in production were Robert C. $2.06 at 65. The 20-year endowment 
J Lauer for volume and A. Robert range is from $0.73 at age 5, to $0.76 
———————] ¢roenke for number of lives insured. at 35, to $1.89 at 65. The retirement 
While at Cincinnati, Mr. Palmer also income at age 65 for the male shows a 

presented to the agency the Harry W. range of increase from $0.47 at age 
ones award for lowest lapse rate and 5 through $0.76 at 35 to $2.61 at 55. 
Dividends paid in 1951 totaled $13,- 





———————, | je James H. Trimble award for high 





. [quality of business, both for 1950. 200,000. : ; 
ice | James S. Drewry was general agent Excess interest payments under in- 
ings there when those two awards were won. come settlement options, including the 





imerest pea ba be changes in 
will mo ‘amm 1 1952 and will be based on a total interest 
building a H ond & Craig Celebrate rate of 3%. The interest rate on divi- 
, it was anf The Hammond & Craig agency of dend accumulations will continue at 3% 
nsen, super] Aetna Life at Los Angeles gave a din- except under certain older policies 
company’s} ner party for 35 of its representatives where the policy fixes the rate at the 
tion at Saif] qualifying in the company’s one-month average net return on the company’s 
resentatives} App-Scrap contest. .. assets. The rate for these policies will 
ttended the] The agency produced $2,906,993 in je 3.07%. 
} ordinary business, -“ ance — in 
resen } volume. The two leading producers 
ent; Dt were ees, ince. Ray: saee ant Mutual Trust Increases 
-presidenti | V. John Krehbiel, ,968. George H. ¥ Ta 
: ro Weber, Jr., Joseph E. Rebbert, George Policy Dividends by 10% 
ager; Fred] S. Dahlin, Kenneth H. Mitchel, W. 
.. Thorsyig, | Frank Drozda, and Joseph F. Brooks 
Iyer, board | sold more than $100,000 during the con- 
test. 


Mutual Trust Life has increased its 
1952 dividend scale 10% on all policies 
except term plans, single premium life, 
and annual premium retirement annuity. 





has been 
» Nov. 3b, 





Brown Completes 30 Years 


‘| George J. Brown, general agent for 
nd Meet Peicted yp Apenigtl 3 eo ee duce all categories of single premium 
ond meeting To honor Mr. Brown, agency members annuity rates. The reductions vary with 
9 managers labeled November “Tet’s Do It For 28¢ and plan. For a cash refund annu- 
rk City re George Month,” pledging a one-third ity at age 65, for example, there is a 


mnducted by,] - : : : decrease of $79 in premium per $10 of 
k F. Weid- increase in submitted business. At a monthly income. 


- Edwin f luncheon Dec. 1, he will be presented 
aining Paal a 30th anniversary book that will in- 


meeting it clude congratulatory letters from friends Efigme Life Continues Scale 


he country. 

2 managers meet the c wi Dividends payable for Jot, 29 ordi- 

In nary policies by Home Life will be con- 
| Dinner Opens New Agency tinued on the 1951 scale. The dividend 
Cc National Life of Vermont formally apportionment will be about 8% greater 
« \GSC | opened its new agency at Columbus, O., due to the larger volume of insurance 
al Workers] with a dinner attended by company involved.. 
been heard representatives, bankers and other in- 


‘ov. 20, haf| surance men. Speakers included Presi- ams 
at the re§ dent Deane C. Davis, Walter A. Robin- Southwestern Plans New Progr 
sire to wait} son, Ohio superintendent of insurance, Southwestern Life is expected soon 
anded down} and L. B. Williams, chairman of Na- to announce details of new whole life, 
tional City Bank of Cleveland. Truman 20-payment life, and _ single-premium 
| H. Cummings is the general agent. policies with $10,000 minimums; a con- 
| vertible policy with a level rate = oe 
2 years at $10,000 minimum at the en 
n # Small Moves to New Offices of which time three options for con- 
Wf] The Small general agency of Lincoln tinuance are available; refund features 
i National Life at Peoria, moved into new for all periodic premium policies, an 
e © eff offices in the recently completed Medi- extension of period of coverage for the 
tal Arts building there. A. J. McAnd- proposer benefit in juvenile policies to 
i] less, company president, and Harry J. age 25. 
Shaeffer, vice-president, joined "300 
guests at a reception for the occasion. 


Pr aise Aetna, Occidental Pes _— appearing in 7 Nov. 16 
T as : edition of THe NATIONAL UNDERWRITER 
; sscel ' Pechetn acie: the os Phen styled Nate Kaufman, general agent for 
lag} ments of Occidental Life and Aetna Life Indianapolis Life at Shelbyville, Ind., as 
; in financing low rental homes and apart- having qualified for the 1952 Million 
ments for veterans and other citizens. DOllar Round Table. While Mr. Kauf- 


Manufacturers Lowers Rates 


Manufacturers Life on Dec. 1 will re- 
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No M.D.R.T. Okays Yet 














vith WN The actio : di man has already written more than $1 
flere he Himinated 2 Jong standing ition of life insurance, he’ has. no 
ypany =‘ Hagencies to provide reasonable cost liv- Yet been qualified for the Million Dollar 





‘Wiitg accommodations in comfortable and Round Table. No M.D.R.T. qualifica- 


healthful environment tions have yet been made and the quali- 
POMP i, : fication forms were not even in the mail 
uis, Missout! 


( : t the time th ; 
mada Selection Men Elect at the time the story appeared 
“Ytets Assn. at a meeting at Toronto, ian defense, the mobile casualty aid sta- 




















| Canadian Home Office Life Under- In New York’s city-wide test of civil- 





Weekly tcted these officers: Chairman, Ewart tion of Metropolitan Life served as the 
Health fon, underwriting secretary Crown medical emergency unit in the simulated 
Toronto; secretary, H. A. Mateer, atomic bomb explosion. The unit is 






im) secretary T. Eaton _ Life, staffed by some 70 home office employes 
agg Retiring president is Robert with Dr. Rexford W. Finegan, assistant 
si chief underwriter Canada Life, medical director, and Drs. David Ben- 















onto forth and John Stickney in charge. 





MR. AGENT... 


Illustration shown 
is Cover Page of 
one of our Sales 
Pieces which won 
“Award of Excel- 
lence” Life Insur- 
ance Advertisers 
Assn. It’s a hard- 
hitting visual sav- 
ings plan presen- 
tation. 


Perhaps Pan-American Life Insurance Com- 
pany can help you solve the “If’s in Your Life.” 
You will find that Pan-American Representa- 
tives are armed with competitive merchandise, 
flexible underwriting, invaluable sales aids... 
all of which enhance your chance of success. 
What's more, our carefully-chosen represen- 
tative’s desire-to-succeed is intensified by a 
plan of compensation which furnishes greater 
benefits to those who do an outstanding job— 
A Career Contract. 









For Information, Address: ) 


CHARLES J. MESMAN 
Superintendent of Agencies 


GORAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 


PAN-AMERICAN 


NEWNETWO. HAMER LIFE INSURANCE CO. 


Vice-President & Agency Director 


NEW ORLEANS, U.S.A. 








18 


FieNATIONAL UNDERWRITER 


November 30, 195) 


= 








ACCIDENT AND HEALTH 





Washington Plan Launched 


With Department Approval 


Washington Assn. of A. & H. Under- 
writers meeting at Seattle put the final 
stamp of approval on the new Wash- 
ington plan; Commissioner Sullivan has 
okayed the program. Chairman of the 
Washington plan is Clayton L. Walton, 
Monarch Life. The association is pre- 
paring a directory leaflet containing the 
names of plan members. This directory 
will be placed in the offices of physi- 
cians and hospitals throughout the state. 

There was a panel discussion at the 
luncheon meeting on prospecting for 
leads. On the panel were John Birch- 
man, Monarch Life; Donald MacDon- 
ald, Reliance Life; Irene Watson, War- 
ren F. Arthur, and Don Barnes, Mu- 
tual Benefit H. & A., and Gerald Ram- 
sey, Olympic National. 


Expect Indiana to Require 
Added Non-Can Reserves 


The Indiana insurance department is 
expected soon to issue a ruling re- 
quiring non-cancellable writers to set 
up the additional reserve as required in 

- New York, California and some of the 
other states. The ruling has already 
been written, based on the New York 
language. 


Agree on Blue Cross Shift 


ST; LOUIS — More than 100,000 
southern Illinios residents formerly 
served by the St. Louis Blue Cross plan 
will be able to transfer to the Illinois 
plan without any loss in benefits or 
time credit under arrangements effected 
by Group Hospital Service of St. Louis 
and Illinois Plan for Hospital Care. 
Present members of Illinois groups 
served by St. Louis Blue Cross and 
direct pay members in Illinois are 
eligible to become members of the IIli- 
nois plan. 

St. Louis Blue Cross decided to cease 
operations in IIlinois because it was un- 
able to comply with amendments to the 
Illinois law which require that a major- 
ity of the trustees of any plan operating 
in Illinois shall be trustees of Illinois 
hospitals. 








Mutual Reassigns Williams 
Raymond C. Williams has been ap- 
pointed assistant manager of the newly 
created accident and sickness division 
of Mutual Life. He has been a special 
reviewer of the company’s policy pay- 


ment division since 1939. He is a 


member of the New York bar. 


U. of I., A. & H. Group to 
Conduct Disability Course 


University of Illinois, in cooperation 
with International Assn. of A. & H. 
Underwriters, will conduct a disability 
insurance sales course Dec. 3-5. At- 
tendance will be limited to 60 potential 
instructors who will organize the course 
on a community level through their 
local A. & H. associations. 

Speakers will include Carl A. Ernst, 
president of the International associa- 
tion; Roy A. MacDonald, assistant di- 
rector H. & A. Underwriters Confer- 
ence; Robert J. Glasgow, Continental 
Casualty; C. E. Ray, assistant director 
of A. & H. of Hoosier Casualty; Wil- 
liam Shean, group manager New York 
Life, Chicago; C. M. Barricklow, as- 
sistant vice-president Business Men’s 
Assurance; I. A. Maher, agency super- 
visor Washington National; C. C. In- 
man, vice-president Illinois Mutual Cas- 
ualty; Carl Lane, midwest manager 
Reliance Life, and R. R. ‘Ross, Equitable 
Life & Casualty, Salt Lake City. 

Bert A. Hedges, manager Business 
Men’s Assurance, Wichita, is chairman 
of the course. 


Honor Scofield at L. A. 


At the November meeting of A. & H. 
Managers Club of Los Angeles, Ray 
Scofield, who has just retired as presi- 
dent of the state association, and who 
will join Standard of Oregon in charge 
of its accident and sickness department, 
was presented a desk set, after tribute 
was paid to his long association with 
the club. 

Capt. James Hamilton of the Los An- 
geles police department spoke on “Or- 
ganized Crime—Mafia.” 

Mr. Scofield also was tendered a fare- 
well party at Los Angeles by a group 
of his friends in the A. & H. field. 
Joseph D. Thomas of the California 
department also attended 











Urges Control of Interview 


At a meeting of Austin (Tex.) Assn. 
of A. & H. Underwriters, Jack Frost, 
American Hospital & Life, urged attend- 
ance at the sales congress at Austin 
Dec. 4. 

C. E. McDonald, Guardian Interna- 
tional Life, spoke on the control of the 
interview by the salesman. He stressed 
forestalling the expression of objec- 
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THE GREATEST FORWARD STEP IN COMPENSATING AGENTS 


The Automatic Increasing Remunerator Contract, 
purely incentive, gives the Agent 


IMMEDIATELY 
@ Basic Raise, commission rate at 20% more 
than customary commission contracts. 


PLUS 
e Automatic additional inc?eases of 8% — 16% — 24% in First Year Com- 
mission rate — payable automatically first of each month. 
TOGETHER WITH 


@ Persistency Bonus, payable every three months 
e@ Lifetime Renewals, a permanently increasing income 
@ Free Vacation, all expenses paid, each year 

@ Incentive Contests, liberal awards for all producers 
Production Clubs, paying substantial cash bonuses 


Agents can easily DOUBLE their income for good production. 


With the A.I.R. Commission Contract—Outstanding Policies, we challenge com- 
parison. This unusual contract available in Michigan — Illinois — and Missouri 
— Write today for full details — Charles H. Davis, Supt. of Agencies. 
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tions by the prospects, saying that they 
are unimportant until actually voiced. 

In reviewing the improved public at- 
titude toward insurance salesmen, he 
declared that the hot-shot salesman is 
out and that today the public regards 
the insurance salesman as a_ well-in- 
formed, well-paid man. 





Kansas Assn. of A. & H. Under- 
writers held a luncheon meeting at 
Wichita Nov. 26, with a “round table” 
program discussing plans for the rest of 
the year. 





The A. & H. Club of New York will 
hold its Christmas party Dec. 13. 
Charles W. Francis, Service Review, is 
in charge of arrangements. 


MANAGERS 


Los Angeles Supervisors 
Discuss Building Morale 


“Building and Maintaining Agency 
Morale” was the topic at the November 
meeting of Los Angeles Supervisors 
Assn. with Hal Randolph of Prudential; 
Harry Watkins, Hays & Bradstreet 
agency of New England Mutual, and 
Ralph Fischer, Northwestern Mutual, 
leading the discussions. 

Mr. Watkins urged recognition to the 
“ego” of the men. He said his agency 
is strong for conventions as a morale 
builder. He mentioned the “most valu- 
able man” award as another factor. 

Mr. ‘Rudolph said agency parties and 
giving of prizes have a part in building 
and maintaining morale. Morale in an 
agency, he said, must work from the 
top down through the units to the men. 
Pride in his agency is a big factor in 
morale, as is the important part the 
man has in community activities. 

Mr. Fischer also said morale must 
come from the top. The man at the top 
must be sold on life insurance to de- 
velop morale. He declared that the unit 
head must see that the men in it grow 
so as to reach the top ranks. Above 
all, he urged having a little fun along 
with the serious work. 


Must Learn Why Men Act 


San Antonio managers heard W. W. 
Jackson, administrative vice-president of 
American Hospital & Life, talk on 
“Public Relations.” 

He expressed the fear that at times 
life managers and salesmen may be- 
come so much absorbed in sales, that 
they neglect the understanding of human 
nature and the reactions of the in- 
dividual. He cited a salesman who ap- 
proached him with a good type of mer- 
chandise and then ruined his opportunity 
to sell by ignoring the psychology of 
the buyer and the personal reaction 
which results. He urged that life sales- 
men learn why men act as they do 
and recognize the human needs which 
cause men to act. 


Stamper Nashville Speaker 


Powell Stamper, assistant vice-presi- 
dent of National Life & Accident, spoke 
at the November meeting of Nash- 
ville managers. Cashiers and supervisors 
were guests. 


Now Cindi Members 


Life Insurance Managers Assn. of 
Los Angeles has adopted a resolution 
recommended by the directors that the 
members of the association become 
members of the General Agents & 
Managers Conference of N.A.L.U. The 
action was taken in response to a letter 
from John D. Marsh of N.A.L.U. 

Lt. Gov. Goodwin Knight talked on 
“Progressive Liberals and Fake States- 
men.” 

At the head table were President 
Charles E. Cleeton of N.A.L.U., Presi- 
dent Frederick A. Schnell of Cali- 
fornia Assn. of Life Underwriters and 
President Mark S. Trueblood ,of the 
Los Angeles association. 

















Agency Heads to Get More 
Attention from Companies 


San Francisco General Agents 
Managers Assn. was told by Harry. 
Stewart, président of West Coast 
that they may expect more direct “gp 
tention” from the home office on ag 
management problems than in the pagt 
He said the days of visits from travelj 
supervisors, etc., with good fellowshj 
and “back-slapping” as a major activity 
“are gone forever.” 1 

He commented that at the Chicago 
meeting of L.I.A.M.A. it was eviden 
that the business as a whole is workj 
toward training from “the top down’ 
rather than from the bottom up ang 
that companies are becoming more anj 
more interested in making sure the 
agency managers and general agent; 
“make good” on promises made ty 
prospective and new agents. 

Mr. Stewart also emphasized tha 
companies are paying much more atten. 
tion to size and persistency of business 








as one of the most important factors jp} gr 


agency and acquisition costs. In view 
of the manpower shortage, Managers 
and general agents will be called upon 
to do more in salvaging of manpowe 
instead of seeking to recruit several ip 
order to get one. 

He spoke of the rising importance of 
A. & H. insurance. “To some of yoy’ 
Mr. Stewart said, “A. & H. insurance 
has become ‘respectable’ only jin the 
past year or two. Many more com. 
panies are entering the field and it js 
very likely that we will see A. & H. in. 
surance being added to the curricula of 
agency management schools.” 





Managers Honor Lincoln 


Leroy A. Lincoln, chairman of Metro- 
politan Life, has been named guest of 
honor at the annual dinner of Life Man- 
agers Assn. of Greater New York. Each 
year for the past three this association 
has honored outstanding individuals in 
insurance. 





Angelina Frediani, Metropolitan, has 
been installed as the new president of 
San Francisco cashiers succeeding Allan 
Dummer, American National, who was 
presented an embossed billfold. The 
Christmas dinner party is slated for 
Dec. 12. 








Prudential Anniversaries 


Martin J. Slominski, district manager 
at Buffalo; Saul Vort, ordinary manager 
at New York City, and Walter Weis, 
district manager at Patchogue, L, I, 
marked 35 years with Prudential this 
month. Observing 25 years with the 
company were Edward L. Cassidy, dis 
trict manager at Worcester, Mass., and 
Wallace A. Doubleday, district manage 
at Woodside, N. Y. 


ANCELEABL! 
COVERAGES 


NON 


C: 
ALA 


CHECK THESE SPECIFICATIONS 

1. Accidental Bodily Injury Insuring Clause. 

2. “His Occupation" Definition of Total 

Disability. 

3. Non-aggregate coverage for as long as 
120 months or to age 65—House con 
finement never required. 

. Lifetime Accident if desired. 

5. Waiver ‘of Premium after 90 days. 

6. Liberal Hospital and Surgical Benefits 

on an optional basis. * 

7. Policies Guaranteed by one of America’ 


oldest and largest Accident & 
writing companies. 


plus an outstanding 


pre-approach plan 
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e direct “gp x 
ce on 2 
Ses] Mutual Benefit's 
‘om. traveli = 
d. fellowste| Leading New Men 
ajor activity, 
the Chiag| Pade Sales Ideas 
oe Mi. Mutual Benefit Life’s leading first 
top down’| year agents were rewarded at a two day 
tom up and meeting in New York City and Newark 
1g More and} with a program of business building 
z sure tha} ideas and entertainment. 
eral agents} At one of the sessions, Albert Green- 
S made to} house, New York City, an accountant 


before he entered the business, told how 
he is able to use his accounting back- 
ground in evaluating his prospects. He 
knows their ability to pay, family back- 
ground, and has their confidence. He 
believes that the professional market is 
surfeited with direct mail and in-person 
calls by life insurance men. He sug- 
gested that “off brand” professional peo- 
ple such as veterinarians and chiroprac- 
tors have been neglected and make a 
good prospecting medium. He explained 
that the most difficult part of the selling 
job is to get interviews at a time and 
place when people will listen to the 
story the agent has to tell. 


Orphan Policyholders 


Harold E. Buchanan, Washington, 
D. C., told how calls on orphan policy- 
holders have paid off. He said that a 
lapse, present or potential, may not 
mean that the policyholder has no 
money. It may indicate that he has put 
or intends to put his dollars into real 
estate or some other investment. A 
call on him at the proper time may re- 
sult in a sale. He suggested using set- 
tlement options as a door opener. He 
finds transferred policyholders valuable 
as a source of business since the change 
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politan, has] usually means a new job at more money. 
resident off A. H. Gardner, Indianapolis, advised 
eding Allan} the group not to stop with the personal 
1, who was} insurance needs of businessmen pros- 
Ifold. The} pects. Move into a discussion of busi- 
slated for} ness insurance wherever practical, he 
urged. 
Another approach to orphan policy- 
p holders is to mention how cash values 
ares have increased since the policyholders 
ict manager] were last contacted. They seldom re- 
ry manager} alize how their premiums plus interest 
alter Weis} have accumulated. 
que, Deaths Create Prospects 
S ber = Hunter A. McGeary, Pittsburgh, 
‘vA Y) ani] company lives leader in his second year 
, Sass, in the business, described his work 
ict manage! methods. He told how sudden deaths 
bring out with tremendous impact the 
importance of life insurance to everyone 
i the circle of acquaintances of the 
i It makes prospects of people 
‘Who were not interested before. He has 
‘ready rewritten 20 of his first year 
policyholders. Hence, he urged new 
NS men not to neglect the people they have 
ring Clause. written. 
n_ of Total James Carr, sales service specialist at 
the home office, told‘ how direct mail 
raslongas | Can serve even well known agents in 
House com f}] 2 cOmmunity, and also how it provides 
avery useful means of time control, by 
d. qualifying names. In addition it gives 
70 days. an agent an exposure to prospects even 
cal Benefits | t0ugh he may not then know them or 
able to see them personally. He 
f America’s W] SUBSested that agents give a campaign 
+ & Heath }] @t least a six months’ try. He pointed 
out that package sale mailing, such as 
enile, or mortgage redemption, can 
€ worked into an eventual program- 
-h plan Ming interview. Agents using direct 
nh Pp mail get back roughly $25 to $50 for 
it ed “° every dollar spent upon it, he believes. 
d “areful screening of the mailing list is 









st important, he stated. One of the 
pany’s letters which offers a plush 
by book as part of a juvenile approach 
had an 18% return, leading all other 









A. C. Hansch, director of field per- 
sonnel, took a look at the 1952 market 
and said that the negative aspects pre- 
sented by it are war, higher income 
taxes removing more disposable income, 
gyrations in prospects’ incomes because 
of the impact of government defense or- 
ders, and more inflation. 

But he said that until there is a war, 
there is no better way to do a satisfying 
job for self and country than by selling 
life insurance. Even with a tax in- 
crease, he said the figures indicate that 
there will be a net increase of $8 billion 
in national income in 1952 compared 
with 1951. 

The flip-flop in individual incomes 
may hurt older agents more than new 
men, Mr. Hansch predicted. He said 
the changes will enable new agents to 
get to know and sell new prospect units 
on the ground floor. Many new people 
will join the market of the ordinary 
agent. 

He suggested that agents study new 
businesses in their community and the 
by-product effects that their opening has 


on others in the area. In this way he 
said an agent can tune himself to his 
changing market and find new people 
to sell. 

He said there will be many new busi- 
nesses coming into existence because of 
defense orders and that they will have 
a practically guaranteed income for two 
or three years, making them ideal pros- 
pects for business life insurance. 

Changing jobs means_ policyholder 
transfers and gives an agent a chance to 
meet new people and their friends 
through them. He suggested that agents 
buy local trade papers on the businesses 
in their communities to keep abreast of 
all changes. Finally he urged them to 
study continually and to read an insur- 
ance trade paper to get insurance sales 
ideas while they are still fresh. - 


Hill Tells Prospecting 
Ideas Used by 3 Leaders 


The prospecting methods of three of 
the best men in the Richmond agency of 





Sales Ideas and Suggestions 





Life of Virginia managed by Herbert 
Hill were related to the Baltimore Life 
Underwriters Assn. by Mr. Hill in a talk 
on practical prospecting. 

One agent has a variety of contacts 
among real estate men. From them he 
learns when a new family is moving in- 
to Richmond. He visits the area and 
pays particular attention to items about 
the newcomer’s home and yard, such as 
toys, bicycles. Then he has something 
of home interest to talk about on his 
sales call. 

Social security is the key to prospect- 
ing of another man. On his daily calls 
he secures a signature for at least one 
request for social security benefit in- 
formation. This he has mailed care of 
his own office address. Every day then 
the mail man brings him a prospect with 
pertinent sales information on which he 
can make any of scvcral sales ap- 
proaches. 

Recently an item appeared in a Rich- 
mond newsppaper calling attention to 
the fact that social security benefit data 








rg direct mail literature in this 
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A WORD OF 
APPRECIATION... 


It occurs to us, as we celebrate our 50th 
year, that we owe a debt of gratitude to many 
people. 


. . To those who transplanted the life in- 
surance idea to America and thus laid the 
foundation for the greatest institution for 
financial security the world has ever known. 


. .. To the Presbyterian Ministers’ Fund, 
first life insurance company in America, and 
those other early companies which pioneered 
in this great business. 


.- To Elizur Wright, father of sound State 
supervision. 


. - To the field forces who took the story 
of life insurance to the people and made the 
real sale. 


To them all, for making it possible for us 
to be 50 years old this year, and to have 
added our modest efforts to the service of 
Life Insurance in America, we bow in 
gratitude. 


The NATIONAL LIFE 
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could only be corrected retroactively 
only for periods up to four years. The 
first day after the item was published 
brought over 8,000 requests for social 
security cards and before the week was 
over more than 25,000 of them had been 
received. 

Centers of influence are developed by 
another agent who gives some kind of 
service beyond the ordinary call. He 
may acquaint people with the names of 
used car dealers, contractors, real estate 
men, plumbers, roofers, paper hangers, 
attorneys, electricians, etc. The people 
who need this kind of service appre- 
ciate getting the names of individuals 
on whom they call. Then he informs 
these people of the individuals who are 
interested in their services and sets up a 
contact between them. This creates a 
continuous flow of prospects coming to 
him from both sources. 


after the Korean War started. 
On the employment scene, 


women. Various _ state 


ago. 


work. 


recalling older workers. 
needed to fill the jobs. 





Women Now Big 
Factor in Market 
for Life Insurance 


Rosie the Riveter is back in the mar- 
ket for life insurance sales. Increased 
mobilization and defense production 
have put a strain on available man- 
power and resulted in a great increase 
in the number of income earning women. 


noticeable in the production picture. 


should be written on her. 


Enters Estate Programs 


the effects of inflation on their house- 
hold budgets. This stepped up even more 


data 
showed that almost one-third of the 
country’s labor force is comprised of 
employment 
offices have reported many more jobs 
open to women then there were a year 


Aircraft plants on the west and east 
coast began hiring women months ago. 
In critical industries some women with 
wartime experience have been contacted 
by personnel offices about a return to 


The high rate of employment means 
that there is little slack to be taken up 
in defense industries by retaining or 
Women are 


The predictions are that these factors 
will be noted increasingly on a national 
scale next year. Some of them are still 
scattered in their effect but on a coun- 
trywide basis their appearance has been 


Another concept which is increasing 
the sale of life insurance on women is 
the more readily accepted idea that there 
is a need for including in family insur- 
ance programs some coverage on the 
wife, at least a personal’ clean-up fund 


Even in the more abstract level of 


same, making up more than one-third 
of new industrial sales. The remainder 
was group. a 

When 1950 ended, almost $44 billion 
of life insurance was in force on women, 
says the Institute of Life Insurance. 
They held $23 billion of ordinary or 15% 
of the in force. They own $15 billion 
or 46% of industrial in force. . 

An L.J.A.M.A. analysis of ordinary 
sold to women in 1949 showed 46% of 
the policies in the 20-29 age group, and 
36% in the over-30 group. About 50% 
of this was on working women and 
one-third on housewives. 

Policies written on women usually 
are smaller than the average policy 
written on a male, one sales leader 
agreed. But, he said, “no one suggests 
that an agent spend all his time trying 
to sell women. He can. use up the ex- 
tra time while he’s waiting for an ap- 
pointment, fill empty hours on his call 
schedule, or at least make selling women 
a specific spare time activity. It pays 
when given enough time, but not too 
much.” 


Decisions Important 


As these women have become part 
of the bread-winning unit in the family, 
agents have had to reconsider their sales 
talks and presentations. A woman 
earning part of the family income au- 
tomatically has a more important voice 
in deciding where it will be spent. She 
ought to be encouraged to join insur- 
ance discussions with her husband. A 


Her return has been hailed at 1951 in- 
surance sales meetings and in countless 
house organ articles as the defense pro- 
duction pattern has moved along the path 
it took in the early 40’s. Rosie’s come- 
back however, is only one phase of a 
long growing life insurance interest in 
the feminine market. Her pal, the 


higher bracket selling women have en- 
tered the sales scene as the marital de- 
duction and its tax implications have 
been emphasized. “Wife” insurance is 
essential in many estate-planning cases. 

The conclusion pointed to by these 
factors is that the agent who is neglect- 
ing to sell women is losing money be- 
cause of his inhibitions. 


woman’s first thought is usually of her 
children which frequently makes a sales 
approach on juvenile or an educational 
endowment for her children attractive to 
her. Business has a better persistency 
too when the wife as well as the hus- 
band is sold on the need for it. 








career girl, has always needed at least 
a small policy to help her save her 
money. 


More High Salaried Women 


Many career women have risen to ex- 
ecutive capacities in recent years. The 
prevalence of women in more important, 
higher salaried jobs is much greater. 
They are definitely not the oddity they 
were years ago in well paying jobs in 
various businesses. 

Many of them found their niche dur- 
ing the last war and stayed on. Another 
group has taken over better paying jobs 
as young men have regularly been called 
into service. 

The feminine market has also been 
helped by the post-war return of some 
housewives to the labor market to offset 


insurance agents hasn’t been enough 
to sell all the women who are prospects. 
Several prominent lady personal pro- 
ducers agree that “it ain’t necessarily 
or even generally so that women can 
sell women better than men can sell 
them.” In fact, “some women prefer to 
buy, if they buy, from men,” one sug- 
gested. “Some gals apparently just do 
not trust another gal.” 

The statistical picture bolsters the ar- 
guement of those who say “Sell women!” 

In 1950, $4.5 billion of insurance was 
bought on women, more than ever be- 
fore, and twice the 1940 amount. Of 
this, $1.8 billion was ordinary, or about 
one-tenth of all the ordinary sold. In- 
dustrial sold on women was about the 


An increase in the number of female 





A REWARD FOR THIS MAN 
Exceptional Opportunity as Group Sales Manager 





Expanding national organization with top reputation, already 
established in Group Insurance field, has unusual opportunity 
in sales management for college man, age 35-45. Should 
have group insurance management knowledge and sales ex- 
perience. Some travel in connection with supervision of 
group field staff throughout the country. Liberal pension plan 
and extras. Your confidence respected. Write full to Box 
J-9, The National Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








NATIONAL RESERVE LIFE 


Topeka, Kansas 


A few unusual opportunities open for liberal general 
agent franchises in states west of the Mississippi. 








H. O. CHAPMAN, President 











Volume IV of L.O.M.A. Series 


Ready for Distribution 


Volume IV of the Life Office Man- 
agement Assn. series “Introduction to 
Life Insurance” is now ready for dis- 
tribution. This text completes the series 
begun four years ago for L.O.M.A. by 
J. B. Maclean, former vice-president 
and actuary of Mutual Life of New 
York, and past president of Actuarial 
Society of America. 

The four volumes consolidate the 
study requirements of the L.O.M.A. 
institute’s examinations. Each book is 
written with the new life insurance em- 
ploye in mind. The set is designed to 
provide a sound understanding of the 
theory and application of life insurance 
principles, as well as a knowledge of the 
relationships of all major departments 
of a life insurance company. 

Final manuscript of volume IV was 
even delayed several months in order 
that its chapter on the annual state- 
ment might include a discussion of the 
convention blank that was approved last 
June. 


Plan Last VA Eastern Move 


WASHINGTON — Insurance and 
death claims activities of the veterans 
administration at Columbus, O., will be 
transferred to Philadelphia shortly after 
the new year. This will complete con- 
solidation at Philadelphia of VA insur- 
ance and death claims activities for 17 
eastern and northeastern states and the 
District of Columbia. 

To publicize provisions of new gov- 
ernment life insurance programs for 
veterans serving since the Korean cam- 
paign began, VA has projected a series 
of four articles or statements for release 
at intervals beginning Dec. 6. These 
will deal with insurance after discharge, 
insurance for disabled veterans, GI 
term policies under waiver, and per- 
manent plan GI policies under waiver 
or surrendered for cash value. 








William W. House, Jr., has been ap- 
pointed supervisor of the Hartford 
agency of New England Mutual. He 
has been with Prudential as assistant 
ordinary manager at Hartford, and is 
an army veteran. 
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Liberty National held a special lunoh 
eon to celebrate a five-week volume of 
$63,800,000 and to honor the 58th birt). 


day of President Frank M. Samford, 


agent for the five weeks was Fred Fo. 


som of Valdosta, Ga., with $709,000, 


Pacific Mutual has eo its fay 


gen 
agencies sold an average of 187% a 


campaign in which the 
quota per agency. 

General American Life agents get 
new all-time high sales record in 


lines in October. The total of $18,130,6n 
A 


by more than $6 million the best pre. 


in the company’s life, commercia] 
& H., and group multiple lines, exe 


vious 30-day period. 
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“Rent” Cover Sales Aid 
Popular in Prudential 
Prudential is getting a big 


“ 


on 


” 


insurance. 


This sales piece enables an agent tp 
talk to the apartment or house rente 
on much the same basis that he talks 


to home owners paying off a mort 


A table lists monthly rentals from 


$30 to $80, and shows for how m 


months policies of $1,000 to $3,000 will} 
pay these rents. The agent of cour 
can easily work out plans for higher] t 


amounts. 


Agents with debits in big city apart. 


ment areas find the promotion pier 
particularly helpful. They can’t self 
mortgage redemption coverage to many 
prospects or policyholders. Rent in 
surance gives them an opportunity to 
capitalize on the same basic appeal that 
sells mortgage insurance. 

The company has had such a big de 
mand for the chart that it is ordering 
thousands of reprints. 


Fischer to Make Two Talks 


Chester O. Fischer, vice-president of 
Massachusetts Mutual, will address Dal- 
las General Agents & Managers Assn. 
Dec. 3, and St. Louis Assn. of Life 
Underwriters on Dec. 4. The Dallas 
talk will be included in a 10-day tour of 
Texas where the company will resume 
operations for the first time since 1907. 


WANT ADS 


Rates $13 per inch per insertion— | inch mini- 
mum. Limit—40 words per inch. Deadline Tues 
day morning in Chicago office — 175 W. Jack 
son Blyd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 
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ACTUARY 


Associate or Fellow under age 40, prefera 
with pension experience to head actuarial 

in Detroit Office of national pension consulting 
firm. Permanent position, excellent op) 5 
group and pension benefits, All re 
plies confidential. Send full particulars of edv- 
cational background, experience, family respor- 
sibility and other inent information to 
H-94, The National Underwriter, 175 W. Jack 
son Blvd., Chicago 4, Ill. 
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HOME OFFICE 


A rapidly growing Midwest company writing all 
forms of group insurance has a position for a 
experienced person to assume administrative 
and underwriting responsibilities of an expand- 
ing group department. 


Our employees know about this opening. I 
applying state your age, experience and 
ground. Address J-10, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 


WANTED: GROUP ADMINISTRATOR=/i};2, 
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EVANSVILLE DISTRICT AGENCY 
OPENING 
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Large eastern mutual life company has openis restricti 
for head of district agency in Evansville, Ind |}in the inte: 
ana. Substantial business in force. Salary ition 
bonus plus rr Sapien" for advancement. 5 M 

lies kept strictly confidential. Address eit Mr. Gues 
ational Underwriter, 175 W. Jackson 8 2 represe 
Chicago 4, Illinois. tompany he 
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Cost to Public Biggest Point of Issue 


FROM PAGE 1) 








Albany, chairman of the National 
Assn. of Life Underwriters committee 
on compensation and executive sec- 
retary Of the New York State Life 
Underwriters Assn.; B. N. Woodson, 
managing director of N.A.L.U., and 
several other N.A.L.U. representatives; 
Gordon D. McKinney, vice-president of 
Security Mutual Life of Binghamton, 
and former actuary of N.A.L.U., who 
was asked by the Condon committee to 
explain the operation of section 213, the 
present expense limitation section, and 
the probable effect if the proposed legis- 
lation is adopted; E. J. Moorhead, exec- 
ytive vice-president of United States 
Life, speaking as a representative of one 
of the smaller stock companies; Richard 
¢. Guest, vice-president of Massachu- 
setts Mutual, speaking for a company on 
the general agency system; ‘Roger Hull, 
executive vice-president of Mutual Life, 
testifying to the merits of the training 
allowance provision in the proposed 
law; W. O. Menge, 1st vice-president 
of Lincoln National, reviewing the ef- 
fect of the proposal on companies not 
now licensed in New York state; Irving 
Abramson, counsel of the insurance and 
allied workers’ organizing committee of 
the CIO, and a representative of Amer- 
ian Federation of Labor. 

The Condon committee, instead of 
following the usual time-consuming pro- 
cedure of letting each witness read a 
detailed statement, asked all who ex- 
pected to appear to submit such state- 
ments in advance. This enabled the 
committee to limit each witness to a 
sum-up of his statement’s main points 
and to answering questions from the 
committee. 

Mr. McKinney’s statement and the 
N.A.L.U. brief are reported elsewhere 
in this issue. 


What Companies Desire 
While Mr. McClain had not been 


"| called on before press-time, it is known 
1 that the companies are interested in a 


revision of section 13 to clarify the 
ambiguities and inequities of the present 
law, to eliminate the discrimination 
against general agency operations, to 
provide a separate and distinct limit on 
soliciting agents’ compensation, to pro- 
vide needed flexibility in adopting new 
types of agents’ compensation plans, to 
provide for training allowances outside 
the soliciting agents’ compensation lim- 
its, to give the smaller companies a 
better break on expenses, in view of 
their special needs, and to offer encour- 
agement not now possible to companies 
not entered in New York to qualify for 
entry here. 

It is the companies’ belief that com- 
petition will cause them to keep costs 
well within the statutory limits and 
that increasing the limits will not nec- 
essarily increase the cost of insurance 
to the public. 

Mr. Moorhead said in his prepared 


tw iistatement that the smaller companies 


feel they could operate better under the 
proposed changes than at present. He 
endorsed the proposed law on _ the 
ground that it would help the company 
with a higher than normal ratio of new 
to old business—that it:would put gen- 
tral agency companies on a parity with 
ch office companies—that it would 
permit the general agent to profit direct- 
from the economical operation of his 
agency, and that it would increase the 
special allowance for small companies 
ond the present size limit of $500 
ion in force, , 
“Dollars spent wisely and not extrav- 
agantly may be expected to result in 
thy growth and a reduction in the 
tost of life insurance to the public,” 
» Moorhead said. 









Besides pointing out the benefits of 
Permitting training allowances, Mr. Hull 
mM his statement remarked that easing 
the restrictions for smaller companies is 











. interest of freedom of competi- 













Mr. Guest said in his statement that 


"\/* 4 representative of a general agency 


‘ompany he was convinced that the pro- 








posed law continues all the desirable and 
really effective limitations of section 
213. At the same time it produces a 
more responsive and realistic agency ex- 
pense limit and general expense limit 
and puts in the hands of management 
its proper responsibility to do an effi- 
cient operational job within realistic 
and effective expense limitations. 

In the statement which he filed with 
the committee, Mr. Menge said he was 
speaking as a representative of a com- 
pany that is not licensed in New York 
and has no present intention of seeking 
a license here. He said that there are 
many companies that are operating 
within the total expense limit of the 
New York law but which cannot comply 
with the present “inside” or “outside” 
first year commission limits. 

Usually such companies pay a higher 
first year commission than permitted 
by section 213. He mentioned particu- 
larly that the proposed law would make 
it possible for companies to enter New 
York without modifying earlier con- 
tracts with agents, provided that from 
time of their entry any new contracts, 
outside New York as well as within the 
state, complied with the New York lim- 
its. He pointed out that the proposal 
would permit companies more easily to 
organize agencies in new territory by 
separating agents’ compensation from 
that of the general agent. This would 
be, of course, very helpful to a newly 
entered company. 

Close to 300 life insurance people 
turned out for the first days hearing 
on section 213. 

The hearings are being held in the 
meeting hall of the Assn. of the Bar of 
the City of New York which has the 
appearance of a large court room in- 
cluding judge’s bench and walls cov- 
ered with portraits of famed legal fig- 
ures, 

Senator Condon, Yonkers, presided. 
Sitting with him were Senator Fried- 
man, Brooklyn, and Assemblyman 
Rabin, Queens, and Lupton, Suffolk 
county. 


Asks Statements Be Kept Brief 


In the audience were representatives 
of all of the various groups expected to 
testify during the two days. 

In his ‘opening remarks Mr. Condon 
said he wanted to keep things as clear 
and concise as possible. He requested 
that statements be kept brief leaving 
technical expositions to the written 
documents already submitted. 

Committee Counsel Paul L. Bleakley 
then called upon Gordon D. McKinney, 
vice-president of Security Mutual of 
Binghamton, whose testimony estab- 
lished the foundation for the more spe- 
cific approaches to the subject by sub- 
sequent speakers. His talk is reported 
elsewhere. 

His principal speaker was Mr. Fried- 
man who has always livened the com- 
mittee’s hearings with his good natured 
approach to every subject no matter 
how complex it is nor how much his 
views differ from those of the witness. 
Most of their colloquies dealt with 
clarification of technical points. 

Senator Friedman expressed concern 
about having the commission paid to 
soliciting agents limited only by the 
contract expense limit. He quizzed Mr. 
McKinney on this point, asking whether 
the proposed change would not result 
in a race among companies to bid up 
the commission rates. 

Mr. McKinney said this would be 
= more the case than under the present 
aw. 

Nevertheless, Senator Friedman 
wondered whether it might not work 
out that the companies would be “buy- 
ing business instead of selling it.” 





How the general agent can be of as- 
sistance to agents in the procurement 
of new business was discussed by Henry 
A. Gawrisch, general agent for Aid 
Assn. for Lutherans, at a luncheon 
meeting of Milwaukee Fraternal Life 

nderwriters Assn. 
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It is up to everyone of us to fight this 
enemy, working from within to undermine 
our economic welfare ... to tear down our 
high standard of living . . . to weaken our 
morale and impair our personal financial 
security. 


To keep our economy strong .. . to make 
our future secure, inflation must be 
checked, now! 


Life Underwriters are helping themselves, 
their neighbors and their Nation every 
time they deliver a policy. Dollars that 
might otherwise be spent for non-essential 
needs become life insurance premiums 
stored away to provide security for the fu- 
ture. These extra dollars today, returned 
in time of greatest need, are tomorrow's 
most valuable dollars. 


Great Southerners are doing their part in 
this fight. 


: / 
GREAT SOUTHERN 


INSURANCE COMPANY 


HOME OFFICE HOUSTON 1. TEXAS 





















22 





FeNATIONAL UNDERWRITER 





November 30, 195) 








C. M. Cartwright Dies at Age 82 


(CONTINUED FROM PAGE 1) 





and loss men than any other insurance 
newspaperman before or since. During 
this period he also was instrumental in 
getting jobs for a vast number of field 
men, adjusters, and even western de- 
partment executives. He attended in- 
surance dinners or meetings of some 
kind, on the average, one or two nights 
a week and could always be relied on 
for a speech if called on. 


TOASTMASTER 


Mr. Cartwright excelled as a toast- 
master and could introduce a long list 
of head-table guests, with a little per- 
sonal reference about each one, without 
ever consulting notes or his program. 
As a speaker, he was informal and 
friendly in his delivery. He could be 
earnest without ever being pompous. 
Anyone hearing him for the first time 
was likely to be deceived, for his pro- 
cedure was to start off in an apparently 
unorganized way. But presently the 
listener found himself captivated as Mr. 
Cartwright got into his talk. Even when 
called on with no advance notice, his 
great background of insurance knowl- 
edge and his quick wit enabled him to 
discuss the topic assigned in an inter- 
esting and sparkling way. 

One of the outstanding features of 
the years prior to his retirement in 1947 
was his chairmanship of the monthly 
insurance luncheons at the Union League 
Club of Chicago. Not only were there 
speakers to be introduced but various 
insurance notables as well. Even though 
in the years just before he retired he 
was unable to see those whom he was 
introducing or to read notes or memo- 
randa, he carried on despite this handi- 
cap. 

Made Eastern Trips 


When THE NATIONAL UNDERWRITER 
was split into two editions, one for fire 
and casualty and the other for life, Mr. 
Cartwright accelerated the extension of 
his contacts with the rapid expansion of 
all branches of the insurance business. 
He began making regular trps to the 
east, particularly New York City. He 
made a special point of being in New 
York City in December for the insur- 
ance commissioners’ meeting and the 
convention of the Assn. of Life Insur- 
ance Presidents, now the Life Under- 
writers Assn. of America. 

Mr. Cartwright saw the importance 
of establishing additional news sources 
and set up a full-fledged editorial office 
in New York City. He made influence 
of THe NATIONAL UNDERWRITER felt in 








the east, not only by what was printed 
in the paper but by his personal con- 
tacts with eastern insurance people. They 
obtained the same favorable impression 
of him that prevailed in the middle west. 

Mr. Cartwright’s last major contribu- 
tion to THE NATIONAL UNDERWRITER was 
in connection with getting out the 50th 
Anniversary edition in the spring of 
1947, 

He took charge of t his, deciding 
what was to go into it, which articles 
were to be contributed and which would 
be written by the staff. The result was 
not only an extraordinary edition but a 
magnificent tribute to Mr. Cartwright 
himself. Nearly four dozen companies 
devoted their entire advertisements to 


a mention of or tribute to him. Others 
were obtained because of the high regard 
in which Mr. Cartwright was held all 
over the country. 

Active in Civic Affairs 

Active in Evanston civic affairs, Mr. 
Cartwright was for many years presi- 
dent of the Public Library Board, and 
was secretary of the Evanston Com- 
munity Recreation Assn. He was a 
member of the American Library Assn.’s 
committees on retirement funds and 
pensions and on insurance. 

Mrs. C. M. Cartwright, who survives, 
is well known among insurance people, 
having accompanied Mr. Cartwright to 
many conventions. 

Mr. Cartwright’s son, Levering, is 
executive editor of THe’ NATIONAL 
Unverwriter. A brother John O. Cart- 
wright, was circulation manager until 
his retirement nearly two years ago. 
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bureau of internal revenue ruling which 
permits plans to be written contingent 
on the approval of the wage stabiliza- 
tion board. 

At a sales symposium one speaker 
told how he always talks about the fund 
that he is selling, another about the 
merits of repeat business, time control, 
closing the sale, not using technical 
terminology, the need for making many 
calls, another about the sales psychol- 
ogy and semantics of an interview. One 
related how he made up a list of 300 
names of everyone he knew when he 
entered the mutual fund business in- 
cluding his doctor, grocer, lawyer, etc., 
and then in making his calls how he 
continually asks for new names so that, 
after a long time in the business, he has 
still only called on the first 100 on his 
list. Life insurance agents aren’t the 
only ones talking about and using re- 
ferred leads. 

One salesman has an individual in- 
vestment objective or personal security 
portfolio approach which sounds some- 
thing like an investment estate con- 
cept. Among the points he uses in his 
approach is a life insurance analogy for 
the speculator. He says: “My sugges- 
tion to a speculator is that he take out 
an insurance policy in the form of a 
mutual fund with at least a portion of 
his investible funds. I feel it is just 
as important that a speculator own a 
good mutual fund as a parathute jump- 
er, for instance, own life insurance— 
and the mutual fund is certainly more 
readily available to the speculator than 
is life insurance to the parachute jump- 
er. Actually, the speculator should be 
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thankful that he can buy his mutual 
fund at standard rates.” 

Another speaker compared mutual 
funds with a mutual life insurance com- 
pany or a mutual savings bank. One of 
his suggested statements in a conver- 
sation with a prospect was: “If you give 
thought, Mr. Prospect, as to why mu- 
tual life insurance and mutual savings 
banks are so safe and sound, you will 
see the general idea of mutual funds.” 
This talk generally was built around 
a sales presentation suggesting that the 
prospect have money in a savings bank, 
life insurance, and that he also own mu- 
tual fund shares. There was much talk 
about “professional” investment counsel. 

There were various references to 
Frank Bettger’s book on salesmanship 
and mention of the need for getting 
across the mutual fund idea on a grass 
roots basis at state fairs, etc. 

One speaker suggested that life in- 
surance ads are “corny” but he said that 
investment banking advertising would 
be far more successful in reaching the 
great army of new investors if it used 
more “corn.” The time worn sugges- 
tion “Be Enthusiastic” was made quite 
often, 

An interesting miscellany of comments 
was offered at a forum on vagious sales 
plans. One suggested that the salesman 
use as a selling point to people the pos- 
sibility of their building up a big indi- 
vidual retirement fund out of the in- 
come from mutual fund shares. An- 
other mentioned “how much money it 
takes to buy retirement income the in- 
surance way,” and asked the audience 
if they did not agree “that a continuing 
income from outstanding plans is a 
much more satisfying and surer way.” 
One sales idea was to sell in the officer 
brackets in the army and navy. 


Million Dollar Club 


Mutual fund salesmen apparently are 
greatly impressed by the prestige of 
members of the life insurance Million 
Dollar Round Table. One questioner 
thought that the million dollars repre- 
sented premiums rather than volume. 
He asked, “Life insurance salesmen who 
have closed $1 million of premiums are 
awarded membership in the ‘Million 
Dollar Club.’ This award adds prestige 
and offers respect for the salesman’s 
stature. Why don’t fund sponsors ac- 
cept such a plan and publicize the award- 
ees?” The fund executive who answered 
this question said that it sounded like 
a good idea. 


6. H. HADLEY, Supreme President 
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Several more questions illustrate the 
state of mind of the investment tryg 
people on life insurance. 


TERM COMBINATION | {2 








—— 
The question: Is there some pract. 
cable method of combining term ingyy. Ss 
ance with the purchase of fund shares 
some way they could be sold together? 


Answer: There actually is a plan jy 
effect now which I think has bee 
not too well known and have not ye 
given publicity to this. But there j 
considerable discussion going on and | 
know some funds are thinking about jt 
The plan is based on a group Policy 
which assures the estate of the differ. 
ence between the amount paid in and 
the ultimate objective. The insurance 
departments of the various states haye 
different ideas on group policies anj 
there are many questions here. I ap 
sure there will be more on this later 
(One of the plans referred to appar. 
ently is the Wellington fund periodic 
investment plan which is sold in ¢op-{i 
junction with a group life policy under. 
written by U. S. Life and Connecticut 
General.) 


Some Working on Plans 


Second response: We have been work. 
ing on that for the past two or three 
years. Two of our mutual funds, a life 
insurance company and a trust com. 
pany have combined their facilities and 
the arrangement is now in operation, 
There is no additional selling charge to 
the investor. It is a three-year plan regularly 
the minimum amount is $1,000 and the | y life ¢ 
maximum is $4,000—the insurance |#00g, V 
company will not go over the latter |Charlie 
amount and the upper age limit is 50¥, Charlie, 
years. Insurance company premiums | of th 
as well as trust company fees are paid {ay in ° 
by the sponsoring company. sters, OW 

Third response: In New York and activ 
Connecticut it is not possible to tie anj™mty a 
insurance policy into an investment pro. |™utual ft 
gram unless there is an insurable inter-}™ OUT €n 
est; ie., the investor must enter into|‘barlie h 
a firm contract to pay in a certain], Deimg 
amount.” Question: Why do not mutual {tle more 
funds have a method for retired people" More 
to draw a certain number of dollars PommssiC 
each month, part from income and part {Wn with 
from principal, similar to an estate left 
with an insurance company? Response: 
There is no such formal plan, but itf 
seems to me that the redemption feap%St one ' 
ture makes it possible for any ind-P. 
vidual to make his own annuity out off ide orga 
funds.” He’s 0 

One questioner asked: If I don’t menpa™t stré 
tion mutual funds in my letter, but takpie®s He 
about beating inflation, the years aheadf'% 2noth 
education for children, etc., won't the” =e 
reader think I am trying to sell insur wa ut ft 
ance? Answer: Not if your letter is of, Bwork 
your firm’s letterhead. eer te 


own whe! 
Recruit Life Agents 


One sales manager asked: How 
we get young men to enter the busi 
ness? Among the sources suggested tt 
him were insurance agents. 

Just as agents are counselled not {4 
spend all their time trying to close ont 
big business insurance or pension 
mutual fund salesmen are told not ! 
put all their eggs into the basket of om 
retirement trust sale. One man asketi 
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Is the effort on retirement trusts wort oO 
while? The answer was, “Yes it is but 

it se time. Know your subject, Sixtieth 
good prospects and work them ca 

fully. Results won’t come quickly pif Pore Alexen 


there will be disappointments but if 
idea is sound and will catch on. Dott 
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SEVEN ALPHABETICAL STAGES OF THE LIFE MAN 
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give up your regular business to sell 
this idea, but work it steadily in con- 
junction with other business and it can 
produce satisfactory results.” 

Centers of Influence 

At a public relations panel one of the 
men suggested that the fund salesman, 
among others, seek out insurance men 
as centers of influence, 

Still another similarity to life insur- 
ance is reflected in a full page ad in the 
Investment Dealers’ Digest, trade mag- 
ine of the security dealers’ business, 
and sponsor of the annual mutual fund 
conference. One of these ads bears a 
marked resemblance to those placed 
regularly in insurance trade magazines 
000 and the} life companies. | The text of this ad, 

insurance {20mg with a picture, read, “Meet 

- the latter Charlie Thompson, our top salesman. 
limit is 50% Charlie, who lives in Oklahoma, is typi- 
; premiums tal of the men who represent this com- 
ses are paid [PY in 25 states. He’s got three young- 
sters, owns his own poree, see takes 

an active part in church and com- 

rot, ad ty affairs. Charlie has sold more 
=stment pro- mutual fund shares than any other man 
urable inter. in our entire organization. That makes 


t enter into 
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ommissions. 
own with paper work and details. 
andle all that for him.) He spends 
his time with his prospects; puts 
his talent and energy into selling 
lust one type of security (mutual fund 
‘Bhares). He is backed by our nation- 
ide organization and all its resources. 
“He’s on the receiving end of a con- 
t stream of new proved selling 
He’s his own boss and is build- 
g another strong X company sales 
it He started as an individual sales- 
but now has four splendid assist- 
ts working with him. He works a 
iliar territory and lives in his home 
own where he and his wife and chil- 
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dren are happy. If all this sounds like 
the kind of opportunity you’ve been 
looking for—write to me, (X), presi- 
dent, and get full information about 
a set-up like Charlie’s in your territory.” 

Like life agents, the fund salesmen 
also have their gripes about their own 
pensions, etc. One wanted to know how 
to avoid forfeiting his renewals after 
he left the business, another how he 
could arrange for his wife to get his re- 
newals if he died, another how a new 
man could get started in a strange 
territory. 

A beef that life insurance men don’t 
usually have was directed at the in- 
vestment trade’s practice of paying 
lower commissions on large orders. 
Said one salesman: “Generally you have 
to work with a group of people rather 
than a single investor, and I don’t feel 
that we are adequately compensated.” 
(And they don’t have a Section 213 in 
the securities field.) 

A rather choice morsel for the life 
agent meeting the mutual fund salesman 
in competition is contained in this ap- 
parently standard objection which the 
fund salesmen meet and the response 
merely tried to explain it, not meet it. 

He wanted to know: 

“What’s the answer to the old timer 
who says, ‘I won’t buy a fund because 
the load is 8% and the yield is 4%. 
It will take two years before I get even 
and draw real income.’” 


Rules Misrepresentation No 
Defense When Insurer 


Knows Answers Are False 
Because the insurance company, 
through an independent investigation, 
uncovered medical information that had 
been withheld by assured, it was pre- 
vented from using misrepresentation as 
grounds for denying liability, California 
first district court has ruled in affirming 
a lower court decision. The case was 
Dipasqua vs. California-Western States 
Life, CCH 14 (Life, H. & A.) 1143. | 
A policy was issued in 1945, and in 
1947 the insured was committed as a 
mentally ill person and died a few days 
later of diabetes. The condition, first 
discovered in 1946, was not known to 
insured at the time of issuance of the 
policy nor was it found in two separate 
company medical examinations. 
California Western denied liability be- 





cause of “willful and false answers of 
insured to a series of questions on ap- 
plying for the insurance.” The ques- 
tions had to do with insured’s medical 
treatment, record of thospitalization and 
condition of health approximately one 
year before issuance of the policy. Evi- 
dence showed that insured during the 
year visited two doctors and on two 
separate occasions was hospitalized for 
purposes of observation. All tests per- 
formed were negative and assured mere- 
ly was advised to cut down on the 
amount of work he was doing, which 
he did. According to the record, he 
was in good health at the time the 
policy was issued. 

It was brought out that prior to the 
two medical examinations, the com- 
pany obtained an independent investi- 
gation report which disclosed the his- 
tory of hospitalization. It also had in 
its possession an authorization from in- 
sured to obtain any medical information 
pertinent to him. The court said i 
would not have been difficult for the 
company to contact the hospitals to 
ascertain the truth. This would have 
revealed that insured had been a patient 
and that he either was deliberately lying 
and concealing material facts or that he 
was not a responsible person capable of 
correctly stating the facts. 

As a result, the court said, California 
Western was put upon notice before is- 
suance of the policy that the answers of 
insured could not reasonably be relied 
upon. The insurance company, the 
court continued, cannot rely solely upon 
insured’s answers in his application 
where it conducts an independent’ in- 
vestigation which reveals the falsity of 
such answers in material respects. 


Mrs. June L. Park, Aid Assn. for 
Lutherans, has been elected secretary 
of the northern branch of California 
Fraternal Congress. 


New England Mutual is marking its 
10th year in its home office building in 
Boston. 








Thomas W. Cole, retired vice-presi- 
dent of Travelers, has been named chair- 
man of the newly-formed camps devel- 
opment committee of the Hartford 
Y.M.C.A. 


Taxation as it affects the choice of 
business organizations was discussed by 
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Elmer S. Rosen- 
hal, center, is shown 
eceiving the con- 
ratulations of Pow- 
ll B. McHaney, 
‘resident, left, and 
‘rank Vesser, agen- 
‘y _—vice - president, 
fter Mr. Rosenthal 
‘ed General Ameri- 
:an Life salesmen in 
a record - breaking 
sales contest honor- 
ing Mr. McHaney. 
Mr. Rosenthal, who is 
from St. Louis, was 
president of General 
American’s top pro- 
duction club last 
year, 
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Stephen L. Mayo, Dallas attorney, at 
a meeting of the Fort Worth Trust 
Council. The group will discuss the 1951 
revenue act and the powers of appoint- 
ment act at its Dec. 17 meeting. 
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Recommends Sec. 213 Amendments 
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on a company’s field force and would 
lead field men of leading competitive 
companies to oppose such an increase, 
Mr. McKinney declared. 

On the other hand, a company can 
develop more efficient methods and as it 
grows, it can spread its overhead ex- 
penses over more business, he pointed 
out. These items build up margins 
which could and do permit some in- 
creases in agents’ compensation. For 
example, a number of companies have 
increased agents’ compensation this year 
without increasing premiums or reduc- 
ing dividends. Mr. McKinney’s guess— 
and he emphasized that it is a pure 
guess—would be that with the new law 
all companies would increase compensa- 
tion some but that the maximum would 
be about 7% of one year’s premium. 
A bigger increase would have definite 
practical objections and would _ be 
resisted by both field and home office, 
he said. 

Explaining the derivation of the ex- 
pense limit figures used in comparing 
the existing and proposed laws, Mr. 
McKinney said that section 213 per- 
mits a company to pay an agent the 
equivalent of 55% first year commis- 
sion, nine 5% renewals and five 3%% 
renewals followed by 3% thereafter 
for simplicity and for comparison pur- 
poses this is stated as if it were one 
commission paid at the time of sale. 


Basis of Assumptions 


It is assumed that 3% interest would 
be earned and that policies stay in 
force in accordance with the Linton 
“A” persistency table and that agents 
remain with the company at the Mc- 
Conney-Guest rates of survival. Valued 
on this basis, the section 213 maximum 
gives an equivalent value of 100.7% 
of one premium. In other words, a 
branch office company can work out a 
contract of agents’ compensation and 
have it approved by the New York 
department so long as the equivalent 
value does not exceed 100.7%. 

Figuring the permissible maximum 
for agents of a general agent is a less 
exact process because of the tie-in with 
the general agent’s compensation. The 
combined limit for general agents and 
agents is 55% first year nine 7.5% and 
5% renewals and 3% thereafter. This 
formula has an“equivalent” present value 
of 118.2% of one year’s premium. In 
addition, the company has the right 
to reimburse the general agent for busi- 
ness expenses involved in running his 
agency provided the general agent sub- 
mits vouchers, but this reimbursement 
must not be considered as compensation. 


AGENT GETS 94% 








If the general agent paid his agents 
the maximum compensation permitted 
to agents of a branch office, he would 
pay them 100.7% of one premium. This 
would leave him only 17.5%. Even if 
he were reimbursed for all his expenses 
it is doubtful that he could survive 
on such a basis, said Mr. McKinney. 
For a large company and a large gen- 
eral agent operating under the most 
favorable circumstances, a general agent 
might be able to survive on a 24% 
compensation basis. This would leave 
the agent 94%. 

But in small companies the general 
agent would require more compensation 
and the maximum agents’ compensation 
would be correspondingly reduced. 
Actually, no definite answers can be 
given but the maximum agents’ com- 
pensation would probably be between 
90% and 94 or more percent, in Mr. 
McKinney’s opinion. 

Using the same basis for expressing 
permissible compensation the proposed 
article IX-F has an equivalent value 
of 97.2% of one premium. This applies 
to all agents, whether of branch offices 
or general agencies, and is the only 
control on agents’ compensation. 





Both section 213 and article IX-F 
limit first-year commissions to 55%. 
Article IX-F also limits the commission 
which may be paid over the first two 
and first three years. The maximum 
commissions in the first two years are 
limited to a total of 70%. Thus, if 
55% is paid the first year, only 15% 
can be paid the second year. The three 
year limit is 81%, for example, 55% 
first year, 15% second year and 11% the 
third year. While “heaped renewal” 
commissions are permitted in section 
213 no definite second and third year 
limit is set. 


Provides for Training Allowances 


Another new feature of article IX-F 
is that a company may pay extra com- 
pensation to new agents during their 
first three years in the business but 
these extra payments in the aggregate 
must not exceed 5% of the agency ex- 
pense limit or 30% of the first-year 
premiums written by such agents, which- 
ever is the greater. Such extra com- 
pensation must be added to the agency 
expenses controlled by the agency ex- 
pense limit. 

Mr. McKinney said the main dif- 
ference in the agency expense limits is 
the new formula that would be used 
in article IX-F. Since agency costs are 
closely related to volume of new busi- 
ness, the new formula starts off with 
20% of first year premiums as an ex- 
pense allowance. Since number of pol- 
icies is also a factor there is a $1 factor 
for each policy in force. The factor 
per thousand based on total business in 
force varies from $2.50 per $1,000 for 
small companies to $1 per $1,000 for 
large companies. The over-all effect of 
the new formula is to more closely 
duplicate the trend in agency expenses. 
The result is to increase the permis- 
sible expenses of small companies and 
reduce the margins of large companies. 


GENERAL LIMIT 








The general expense limit is closely 
patterned on the agency expense limit. 
The expenses covered are practically 
identical with section 213 except that 
agents’ compensation is eliminated. 
The expense formula in article IX-F 
more realistically reflects a company’s 
total expenses. For example, factors 
based on death claims, reserves and 
disability claims are included. Again, 
the result is to reduce the present mar- 
gins for large companies and to in- 
crease them for small companies, Mr. 
McKinney said. 

Both the proposed agency expense 
and the general expense limit formulas 
contain extra allowances for small com- 
panies. The result is that the extra al- 
lowance for small companies is ex- 
tended to the $1 billion mark, which 
is a more realistic figure under today’s 
conditions. 


No Security Benefits 


The one shortcoming of section 213 
not covered by IX-F is the fact that 
security benefits for agents are treated 
as agents’ compensation. This means, 
said Mr. McKinney, that agents must 
pay for the full cost of their security 
benefits and if a company is paying 
the maximum compensation and wants 
to add security benefits, the compensa- 
tion to agents must be reduced to off- 
ms the company’s cost of such bene- 

ts. 

Mr. McKinney recalled that last 
February the National Assn. of Life 
Underwriters sponsored a bill in the 
New York legislature, senate bill 2257, 
which in substance corresponded to the 
provisions of article IX-F with one ex- 
ception. This exception added a sub- 
section permitting companies to pro- 
vide funds for security benefits in addi- 
tion to the compensation limit set out 
in section 302 of IX-F but limited such 
extra funds to not more than 5% of 


the compensation provided by section 
302 and provided that such extra funds 
would have to be treated as agency 
expenses in the agency expense limit, 
under section 303 of IX-F. While such 
a provision would increase the permis- 
sive compensation provided for agents 
under section 302 of IX-F it could on 
the other hand, eliminate the irrefutable 
statement that agents, in theory at 
least, have been forced by section 213 
to provide their own security benefits, 
Mr. McKinney pointed out. 


Small Companies Stymied 


One of Mr. McKinney’s most telling 
points dealt with the inability of small 
companies to organize new general 
agencies because of the expense limits 
placed on each general agency. The 
present law permits a company to pay 
most of a general agent’s expenses in 
opening and running a new agency, sub- 
ject to satisfactory vouchers. In addi- 
tion, the general agent can _ receive 
difference between the contract control 
and the compensation he pays his 
agents. This might amount to 5% over- 
riding first year commission and 244% 
of overriding renewal commissions. 

A new general agent, said Mr. Mc- 
Kinney, would do a better than average 
job if he produced $1 million of busi- 
ness the first year and $1%4 million of 
new business the second year. If the 
average premium was $30 per $1,000 
the general agent’s first year income 
would be $1,500. His second year in- 
come would be $2,750. His third year 
income might be $3,500, assuming none 
of the business lapsed. Obviously a 
general agent cannot live on such in- 
comes. 





WANTED: ANGELS 


Alternatives are to find a man with 
money who wants to buy his own busi- 
ness but such men are becoming harder 
to find, for in effect he must invest 
$40,000 or more to get his agency go- 
ing. He must either have or borrow 
the money. This means he must pay the 
money back when his agency com- 
mences to make good. This used to 
be possible but today it is very dif- 
ficult for the money he must use to pay 
back his investment is top income money, 
subject to the top bracket of his federal 
and state income tax. 

The second choice available to a large 
company but seldom to a medium sized 
or small company is to split a large 
existing agency into two or more 
agencies. This gives a new general 
agent a large block of old business on 
which he can be paid 2%% of the 
premiums collected. A $600,000 renewal 
premium account would pay him $15,000 
and give him the basic income required 
to get started. Small companies can- 
not do this. They have not built up 
these large general agencies which may 
be split. 


Branch Offices Costly 


This leaves the branch office system 
as the only means of expansion. But, 
said Mr. McKinney, a small general 
agency company invariably ends up with 
a high agency cost every time it tries 
this. In general, the cost of such busi- 
ness has been at least 50% higher than 
on a general agency basis. Sometimes 
the costs are staggering, he observed. 

On the other hand, large companies 
can efficiently open new agencies on 
a branch office basis. Mr. McKinney 
said that no doubt a_ contributing 
reason why so many large companies 
operate on a branch office basis is the 
difficulty in organizing new territories 
under general agencies. Until small 
companies grow large they cannot take 
advantage of the more favorable treat- 
ment afforded to the branch office sys- 
tem. 

Extra expense margins for smaller 
companies are proper, said Mr. Mc- 
Kinnev, because a small company has 
less old business in force, is growing 
faster proportionately, and has_ less 
business over which to spread its over- 
head. Even if it operates as efficiently 





as a large company it requires more 
margins because of its size. However 
the extra margins permitted taper off to 
zero when a company has $500 million 
in force. Because today’s dollar is op} 
worth a fraction of the 1929 dollar jt 
follows that a $500 million company to. 
day is in reality no longer a $500 million 
company in terms of 1929 values. It cap 
no longer compete with a large com. 
pany on such margins, yet there is no 
differentiation under the expense limits 
said Mr. McKinney. j 

It is only necessary, he said, to look 
at the record to see that it is the smal 
companies that are having difficulty jy 
conforming with present expense limits 
Company annual statements show tha 
they have small or practically no mar. 
gins, while large companies have very 
large ones. The obvious conclusion jj 
that the present $500 million _ point 
should at least be doubled. 

Mr. McKinney warned that if New 
York-admitted companies had difficulty 
expanding the long term answer js , 
virtual monopoly of life insurance by 
the large companies. 


Need Education on 
Hospital Plans 


(CONTINUED FROM PAGE 2) 











damned. There are difficulties that arise 
where the insurer holds up hospitaliza- 
tion payment until the surgical bill, a 


more complex proposition, has been 
figured out. _ ‘ 
The hospitals experience difficulty 


when they call the employer or the in- 
surance company, depending on the 
particular arrangement, to verify 
whether or not a man has coverage and 
are unable to get the information ona 
24-hour basis as was the original under. 
standing. In some cases, insurers have 
failed to keep the hospitals informed 
about additions or amendments to group 
coverages or about cancellation of 
coverages. This means that the hos 
pitals do not have the proper informa- 
tion about the group in question and 
the insured or his dependents report- 
ing for admission are denied assignment 
until the records are put straight. 


Ignorance Leads to Chaos 


It has happened frequently that an 
uninformed group insured will not ask 
for an assignment form until the time 
comes to pay the bill. The hospital has 
assumed that he will pay himself. In 
other cases, the insured has signed 2 
form assigning the benefits to his in 
surer, but then sets about and collects 
the money direct from his insurer, This 
is not frequently due to mistakes it 
bookkeeping in the office of the insuret. 

The hospital admissions plans are fa 
from falling apart, but there are mami 
insurance men who see the necessity 0 
doing a much better job of educating 
their own personnel, their insured and 
hospital personnel in how the system 
works. They see that no matter wha 
degree of agreement is achieved be 
tween the directors of hospitals ani 
executives of the insurance compat), 
the system will continue to work halt 
ingly if the hospital admission procedut 
is not understood by every person at! 
hospital admissions desk and by evel 
clerk and claim man with the insuranty 
company. Many insurance men feel thé 
a door to door educational canvass hi 
got to be devised by the insurance cot 
panies on a sort of community chet 
basis to acquaint and keep acquaifl 
all personnel with the workings 
with the advantages of the hospital a 
missions plans. 


















A paper on juvenile insurance ¥ 
presented by Gene Hockett, of 
nental Assurance at a meeting 
Chicago Home Office Life Under 
Assn. Dec. 5. A discussion pe 
follow. 


Society of L.O.M.A. Graduates ¥ 
feature four educational films at! 
Dec. 4 evening meeting at the Muti 
Life home office in New York City. 
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The answer. 


Through 

ESTATE SECURITY 
planning, 
GREAT-WEST LIFE 
underwriters 

are hearing 


EsTATE SEcuRITY 





“yes”’ 
more often than 
ever before. 
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ASSURANCE COMPANY 


HEAD OFFICE— WINNIPEG, CANADA 











Nore than wen... 
YOUR CLIENTS 
DESERVE THE BEST 





Complete Coverages in— 


e LIFE INSURANCE 
e ENDOWMENTS 
e ANNUITIES 

e COMBINATIONS 


LIFE - HEALTH +» ACCIDENT 


e GROUP INSURANCE 
e HEALTH & ACCIDENT 
e HOSPITAL 

e POLIO 


Over 190 Service offices in the 
United States, Alaska and Hawoii 









UNITED BENEFIT 
tS ee o-oo 


HOME OFF ig MAHA 





NEBRASKA 


















Y( Complete- 


\ personal insurance service! 





LV) Life 
IV] Health 

lV] Accident 
V Hospitalization 


lV) Group 
lV Salary Savings 
lV) Franchise 
V Wholesale 
[Y] Medical and Surgical IV] Br okerage 


Reimbursemen} lV] Reinsy 
rance 


Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $345,000,000.00 














“You know how they hammer home the point 
that young people should lead their own lives— 
with no one to hamper their social activities, 
interfere with the grandchildren or ask for help. 
Believe me, I agree! Plain common sense tells 
Mary and me to remain independent always— 
for our own sake, as well as the kids. What's 
more, were doing something about it. We're 
giving up a few things as we go along... . buying 
our future happiness with retirement income 
insurance. With that and Social Security, we'll 
do very nicely, thank you. Yes, a psychiatrist 
would approve of me. More important still, 


I approve of myself!” 


Being a Happiness Merchant is a 
mighty satisfying way of making 
a good living—and a good life. No 
wonder the life insurance sales- 
man is a respected member of his 
community. 


. = ETNA LIFE INSURANCE COMPANY | 


% 


HARTFORD 15 (@ii CONNECTICUT 








